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The Executive Offices of the 
National Retail Credit Association 


Will Supply its Members with the following 
Educational and Collection Helps: 


“Operating Statistics 


for the Credit and Accounts Receivable Departments of Retail 
Stores,” by Carl N. Schmalz. 


A Study by the University of Michigan, containing facts and figures with which 
every Credit Manager should be familiar. 


Fifty Cents per Copy 


Department Store and Women’s Wear Group 


Conference Proceedings of our 1928 Convention 
Two Dollars per Copy 


A Series of Six Collection Stickers 


to attach to bills and statements—Attractive, Dignified and 
Persuading. 


Two Dollars per Thousand 


Our Emblem Cut 


for use on your letterheads and statements, one-half or three- 


quarter inch. 


Fifty Cents Each 


“Credit Bureau Management,” 
a text book by J. R. Truesdale 


Three Dollars per Copy 


A year ’round Better Letter Service 


bringing you new thoughts and ideas continuously 


Twenty Dollars for One Year Service 


National Retail Credit Association 


Equitable Building 
St. Louis, Mo. 
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Law Training 
Success 


This Book 
is the Key ‘ 








Send for this FREE book 


HE LAW-TRAINED MAN -~ that is the 
name of an attractive book the Blackstone 
Institute has just published for complimen- 
tary distribution among those to whom a knowl- 
edge of law would be a business asset. YOU may 
have a copy if you desire, FREE, upon request. 
All the questions you ever asked yourself about the 
money-making opportunities for the man trained in the 
law are answered in this authoritative 
book. Partial list of chapter headings 
which follows gives some idea of the 
scope and value of the contents: 
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STRONG REASONS 


facilitate sales and collections, reduce taxes, collect damages, 
protect against unfair competition, safeguard contracts, 
and 2083 other practical money-saving ideas. 

The application of ane idea alone will more than cover 
the modest fee the Institute asks for its services, which fee, 
by the way, may be paid on a monthly basis. 


The Nation’s Best Legal Talent 
The business-building ideas incorporated into the Black- 
stone Law Course were developed by a group of 80 of the 
most prominent law authorities in the 
country. Among them are two justices 
of the United States Supreme Court, the 
deans of eight leading resident law 





Sy seh Reniatein, Datiat the 1, Testincheyrsrenttate conducts only oe schools, university law professors, State 
Black stone > et “~ a png wn * based upon 38 years of experience in non-resl- Supreme Court judges, Practicing law- 
thoritics ‘Training Worth $1 50,000 2. mines aarereacemgeretg | — yers and practical business men. 

—Success et the Bar — Advantages rman steamer «<a These men know law. They know 
of Home Study — Now Is the Time 3. spline georges f soolying the sxtoctging how to make legal knowledge pay rich 
Frankly, we published The Law- nad dividends and they present their ideas to 





Trained Man for the sole purpose of 

creating an interest in the Institute’s internationally famous 
home-study law course. One section of the book, therefore, 
deals with a detailed description of the course—its authori- 
tative text and case books (delivered complete at the time 
of enrollment) and its fascinating lesson material and 
effective instruction service. 

Another section deals with the successes of the Insti- 
tute’s students, many of whom have gone on record in the 
book so that you might read and profit by their experiences. 

More than 50,000 ambitious men and women have 
already enrolled, among them being corporation officials, 
bankers, business executives, accountants, doctors, teachers, 
lawyers, and others. Hundreds of these students have 
elected to enter the practice of law. Thousands of others 
have secured substantial business benefits. Graduates are 


awarded the LL.B. degree. 
Money-Making Ideas 


Blackstone Law training offers immediate money-making 
possibilities to biisiness men by showing how to cut costs, 


you through the Blackstone Course in 
understandable and workable form. A small amount of 
your spare time for a few months will enable you to mas- 
ter these methods and learn how to apply them intelligently 
in your daily business affairs. 


Investigation Costs Nothing 


Law training equals success. The book, The Law-Trained Man, illustrated in 
miniature above, is the key. This book is nat for boys or mere curiosity seekers, 
but there is a copy available for every man and woman of serious purpose. 

Send for your copy at once while the present edition is eve 4 for compli- 
mentary distribution. Write a letter or use the convenient coupon below. Mail 
your request today. It may prove to be the shrewdest business move you have 
ever made. Address Blackstone Institute, Department 239, 307 N. Michigan 
Avenue, Chicago, Illinois. 


BLACKSTONE INSTITUTE 
Dept. 239, 307 N. Michigan Ave., Chicago, III. 

Please send me a free copy of the revised edition of 
The Law-Trained Man and details of your law course. 


Name___ 





Business Position 





Business Address___ 














Jt. 5 


ee tt ttt 


-——— — ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 





THE CREDIT WORLD for December 





ISSUED 
MONTHLY 


Sf 





OFFICERS 
President 
JAMES R. HEWITT 
Credit Manager 


The Hub 
Baltimore, Md 


First Vice-President 
JUSTIN H. EDGERTON 
Credit Manager 
James McCreery & Co 
New York, N. Y. 


Manager- Treasurer 
DAVID J. WOODLOCK 
Equitable Bldg. 

St. Louis, Mo 


Secretary 
GUY H. HULSE 
Equitable Bldg 
St. Louis, Mo. 


DIRECTORS 


O. O. BERRY 
Credit Manager 
J. S. Hall's Sons 
Knoxville, Tenn 


W. B. BRINKMAN 
Credit Manager 

Geo. A. Gray Co 
Duluth, Minn. 


W. R. BRYAN 
Credit Manager 
John C. Lewis Co 
Louisville, Ky 


W. FPF. DEVERE 


Secretary-Treasurer 
Laramie County 


Credit Exchange 
Cheyenne, Wyo 


Change of Address: A request 
for change of address must 
reach us at least one month be- 
fore the date of the issue with 
which it is to take effect. Dup- 
licate copies cannot be sent 
without charge to replace those 
undelivered through failure to 
send this advance notice. With 
your new address it is absolute- 
ly essential that you also send 
us your old one. 


CREDIT WORLD 


OFFICIAL MAGAZINE 
OF THE 


NATIONAL RETAIL CREDIT ASSOCIATION 





EXECUTIVE OFFICES 


| Equitable Bldg. 23 3 St. Louis, Mo. 
| 
—— a — ee = 
| VOL. XVII DECEMBER 1928 No. 4 
CONTENTS 
Page 
torial 6 kk ccs eces iswawa ae ef. ere 4 
The Organization of the 
Credit Department ......... Harry Jeffrey ....... . 4 
A day in Washington ......... R. Preston Shealey ........ 7 
The Secretary’s Page ......... Se 2r Pe 62 snveanse 8 
“ . id 
Education on the Installment 
PN tases bebo asd anes ..» Roy IW. Elhott 10 
A message from our Pay 
Promptly Committee ......... ramen F. SOM os cissccces 12 
Retail Credit and the selling 
function of credit ........... John B. Guernsey ......... 13 
Made to order telephone equip- , 
ment and telephone type- 
writers now in use in the 
Pittsburgh bureau ........ .. <1. B. Buckeridge .......... 18 
Nashville begins preparation 
SOP CPUs DONE B A POIIIORR. 0. 6 cnc cccewsccccesesnates 20 
Washington Bulletin ......... R. Preston Shealey ........ 22 
NE aon EN aa 1a Sie ine dain ale oa baba wal aie inmatad 24 


PUBLISHED MONTHLY AT 1017 MORGAN ST., ST. LOUIS, 


GENERAL PUBLISHING COMPANY 
EDITORIAL OFFICE 
606 EQUITABLE BLDG. ST. LOUIS, MO. 


MO. 


GUY H. HULSE, Asso. Editor 





Entered as Second Class Matter, November 4, 1916, at Post Office at St. Louis, Mo., Under Act of March 3, 1879 





SUBSCRIPTION 
$5.00 PER YEAR 





DIRECTORS 


E. J. DOLLARD 
Secretary 
O'Connor Moffatt Co. 


San Francisco, Calif. 


H. A. GIBANS 
Credit Manager 
The Boston Store 
Milwaukee, Wis 


W. H. GRAY 
Secretary 
Cleveland Retail Credit 
Men's Co. 
Cleveland, Ohio 


A. P. LOVETT 
Credit Manager 
Hettinger Bros. Mfg. Co 
Kansas City, Mo 


L. L. MEYER 
Credit Manager 
Foley Bros 
Houston, Texas 


CHAS. MARTIN 
Credit Manager 
Charles E. Lynch 
Springfield, Mass 
A. D. McMULLEN 
Secretary- Manager 
Oklahoma City 
Retailers Assn. 
Oklahoma City, Okla. 
F. E. PARKER 
Vice-Pres. and Gen. Mgr. 
Merchants Credit 
Bureau, Inc. 
Detroit, Mich 
R. J. PUCKETT 
Credit Manager 
Allen W. Hinkle Co. 
Wichita, Kans. 


J. G. ROSS 
Credit Manager 
Rochester Gas & Elec. Co 
Rochester, N. Y. 

R. E. WESTBERG 
Treasurer 
Westberg & Childs, Inc 
Seattle, Wash. 

J. E. ZIEGELMEYER 
Credit Manager 
Huey & Philip Hdwe. Co. 
Dallas, Texas 


Back Issues: When available, at 
25¢ each 


Binder: Handsome cloth bind- 
ers, with the name of the mag- 
azine and special design beauti- 
fully embossed, holding a year's 
issue, are for sale to subscrib- 
$2.00 postpaid. 


ers at cost 











THE CREDIT WORLD for December 














Business Today 
Wants Facts 


in modern Retailing, and the 
financial wrecks of the past, 
due to unwise credit extension, are a 


monument to the folly of the Guess 
Method. 


It is surprising to know how many 
Retailers are still granting Credit by 
Guess’. 


With the development of modern 
credit organizations and efficient Re- 
porting Bureaus, there is no excuse 
for the Retailer failing to get Facts 
about every applicant for Credit. 
Yet thousands are every day gam- 
bling with Bankruptcy because they 
Think they know all about their cus- 
tomers or because a Credit report 
costs a small fee, or because it en- 
tails a little additional work. 


Only a merciful Providence, and 
the fact that most people are honest 
keeps many of these Retailers in 
business. 


Te rule of “‘Guess”’ has no place 


The outstanding successful Re- 
tailers of this day are those who 
have not alone taken the Guess out 
of their own business and substituted 
Facts, but who have assisted in build- 
ing organizations to assist fellow 
Merchants, even their competitors. 


Facts are only secured through 
Research and Research is simply a 
collection of experiences, which can 
be secured only through organiza- 
tion, a mingling of minds, a co-ordin- 
ated effort, a unity of purpose, all of 
which is the basic principle of the 
National Retail Credit Association, 
and Retailers who would avail them- 
selves of the advantages of this co- 
operative system for obtaining facts, 


should become wholehearted sup- 
porters of the National Association, 
because it is what makes possible 
the local Association, it is the force 
which builds the Reporting Bureau 
to a high degree of efficiency, and 
makes possible the obtaining of 
Facts, which are so necessary in this 
business age. 


Let us make a New Year resolu- 
tion to stop. extending Credit by 
‘“‘Guess’”’ and apply to our Accounts 
Receivable Department those same 
sound merchandising principles which 
we apply to the Buying and other 
Departments of the store. 


Try the plan of getting a Bureau 
report on every applicant, no matter 
how well you Think you know him, 
and we will wager our reputation to 
a Toothpick you will be surprised to 
learn the things you did not know 
about those you Thought you knew all. 


If there is a Local organization of 
Retail Credit granters in your com- 
munity, affiliate with it, attend meet- 
ings and exchange thoughts with fel- 
low credit granters. If you have no 
such Association, become the leader 
and organize one. If you don’t know 
how to go about this, write the 
National Retail Credit Association, 
which is the backbone and stabiliz- 
ing force of all Consumer Credit 
Granting in this country. 
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The Organization of 


the Credit Department 


By HARRY JEFFREY, Credit Manager 
The Emporium, San Francisco, Cal. 


UR subject is “The Organi- 
O zation of the Credit Depart- 

ment.” Many books have 
been written about its various 
phases and duties, and a moment’s 
consideration will serve to have you agree with me 
that it can be touched upon only sketchily in the 
course of a single evening. 

In the preparation of this paper I am indebted to 
the ‘Merchants’ Manual” compiled by the National 
Retail Dry Goods Association, “Modern Merchandis- 
ing” by the Alexander Hamilton Institute, “New Col- 
lection Methods” by Gardner, “Operating Statistics for 
the Credit and Accounts Receivable Departments of 
Retail Stores for 1927” prepared by the University of 
Michigan in co-operation with the: National Retail 
Credit Association. 

Organization, according to Webster, is the act or 
process of forming organs or instruments of action, 
and is synonymous. with structure form. Or- 
ganization is the suitable disposition of parts which 
are to act together. in a compound body to one end. 
It is the act of forming or arranging the parts of a 
compound or complex body in a suitable manner for 
use or service. It is the act of distributing into 
suitable divisions and appointing the proper of- 
ficers as in an army or a 
government. To organize is 
to so construct that one 
part may co-operate with 
another—to systematize. 

Although a system of or- 
ganization is as much need- 
ed in a small store as in a 
large one, the want is not 
felt so acutely until differ- 
entiations of functions and 
complexity of detail make 
it compulsory. The largest 
and the most highly de- 
veloped unit we have in 
the retail business today is 
the department store. In 
its evolution, from the pe- 
riod of the American Civil 
War, organization has | 
played a subordinate role, 
until recent years. As the 
store grew, arrangements 
were made to take care of 
new and enlarged func- 


A lecture delivered at the ‘‘In- 
stitute of Retail Credit’’ con- 
ducted by the Associated Retail 
Credit Men of San Francisco. 





The General Store is the fore-runner of the modern 
department store of today. 


tions as seemed best at the moment. 
The result was a working but not 
efficient organization. At present 
the application of scientific meth- 
ods of management of retail stores 
has brought to the front the organization and prob- 
lems connected with its theory and application. 

It is rare to find two stores in which the methods 
of carrying out the organization plan have resulted in 
the same arrangement. This difference is due to many 
factors, chief among which are the size of the store 
and the character of the merchandising activity. The 
smaller the store the less differentiation of functions 
is necessary. The more widely scattered the store’s 
activities, the more complex will be the plan of or- 
ganization. Policy also plays an important part. 

To express the organization plan, use is generally 
made of the organization chart. The practical advan- 
tages of such a chart are many, the most important of 
which are: 

1. Allocation of responsibility, or avoidance of 
overlapping of functions and duplication of effort— 
due to their loosely joined structure. The organiza- 
tion chart definitely places responsibility where it 
belongs. 

2. Co-ordination of functions: In a large store it 
is frequently difficult to 
visualize the correct rela- 
tion of one department to 
another. A carefully 
planned chart will do away 
with this difficulty. 

3. Scale of promotion: 
4~=5 The chart will show the ex- 
act importance and grade 
of each position, and will 
outline the opportunities 
for advancement. 


4. Accounting: It clear- 
ly defines where the ac- 
counting department shall 
charge expenses. 


5. Job analysis: The 
constantly growing impor- 
tance of personnel selec- 
tions and training is tied 
up with the organization 
chart, which divides store 
activities into divisions, de- 
partments, sections, units. 
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The first necessity for a sound organization plan 
is that it be definite. The second is that it must be 
co-ordinated with methods and systems now in use, 
and the third is that it must be controlled, for no type 
of organization will run itself. 

There are three types of organization in general use: 

1. The military type—which is the old fashion 
one-man control who delegates activities but retains 
the control in his own hands. “Rule of Thumb” 
methods predominate. The owner is in himself mer- 
chandise manager, employment manager, store man- 
ager, etc., etc. 

Fortunately, the military type of organization in the 
dry goods field proved in- 
adequate. The lack of co- 
operation and co-ordination 
inherent in such a plan 
prevented any wide appli- 
cation to the dry goods 
store. 





2. Functional organiza- 
tion works on the theory 
that each man should be a 
specialist and have control 
of work coming within the 
classification of his special- 
ty. In some cases this type 
has been very successful; 
in others it has failed due 
to conflicts of authority 
and the difficulty of decid- 
ing who is responsible. 

3. The departmental 
type—as its name implies, 
segregates the different di- 
visions of the store accord- 
ing to the type of work. 
This tends to decentralize 
control, each department 
forming a virtually self- 
governing entity, subject to 
the general supervision of 
the management. 
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From the foregoing, it is 
evident that the type of or- 
ganization which best suits the retail dry goods and 
department store is one which takes into account both 
the function and the department. That is to say, the 
functional organization must be departmentized and 
the department organization functionalized. It is only 
through some such expedient that proper co-ordina- 
tion can be secured with a clean-cut division of au- 
thority. 

It is difficult to give any rules or even advise as to 
the proper form of organization for particular stores. 
In each case this can be done only after an intensive 

tudy of the specific conditions. The type and size 
f the organization are largely a matter of the indi- 
vidual needs of each store. When the small store feels 






—— 


Credit has helped to make present department 
store efficiency possible. 


that the volume and work are expanding to the point 
where the personnel requires the supervision of a sep- 
arate manager to produce efficiency, then the time is 
opportune for considering a more definite organization 
plan. The same type and size of store will often have 
very different organization plans, yet be highly suc- 
cessful and efficient. In other words while there is 
yet no standard organization plan which will fit every 
store, yet the general factors, as I have illustrated, 
can be used to construct a plan for the store in ques- 
tion. The larger department stores in this country 
are now generally agreed that for purposes of smooth 
functioning the administrative control shall be vested 
in four main sections, each 
held equally important. 
These are: 

1. Merchandising— the 
Merchandise Manager . 

2. Sale and Publicity— 
the Sales Manager. 

3. Store Service — the 
General Superintendent. 

4. Recording and Con- 
trol—the Controller. 

These four heads are an- 
swerable directly to the 
General Manager, and in 
conjunction with him form 
the Administrative Cabinet. 
The right-hand of the Con- 
troller, so to speak, is the 
Credit Manager, the left- 
hand being the Chief 
Auditor. 

From this point on, I 
shall confine my observa- 
tions to the best practices 
in the larger department 
stores of America, and 
more particularly to that 
group known as the Retail 
Research Association. This 
Association is composed of 
seventeen stores in as 
many different cities in 
America, and also one in England. Under the terms 
of their Association, they co-operate in every line of 
endeavor to standardize methods and also maintain 
central offices for buying purposes in New York and 
the leading centers of Europe. Each group of depart- 
ment and executive heads meet once a year and clear 
all information pertaining to their particular problems 
and also exact monthly and annual figures are ob- 
tained and cleared throughout the Association as to 
the results from every angle of each of the members. 

We now come to the organization of the Credit 


Department proper. An ideal organization for a 
Credit Department would be composed of eight main 
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sections, or departments, each with an executive head 
and each one responsible directly to the Credit Man- 
ager. ‘These eight sections are as follows, in the 
order that they appear on the stage of every day 
business : 
1. New Accounts. 
2. Authorization. 
3. Billing and Posting. 
4. Units for collection up to six months delin- 
quency headed by Divisional Credit Managers. 
5. Delinquent—handling of accounts after six 
months delinquency. 
6. Bill Adjusting. 
7. Addressograph and form letters. 
8. Solicitation by direct mail of good but inactive 
accounts, and selected risks. 
There should be subsidiary sections which are di 
. 


‘ctly headed up to the Credit Manager as follows: 
1. Change of Address. 
2. Memorandums and Mis-sorts 
3. Check Authorization. 
1. Frauds. 
5. Statistics. 
THe Crepit DEPARTMENT 

The National Retail Credit Men’s Association is on 
record that the first consideration in regard to the 
Credit Department should be its general accessibility 
The ideal location is next to adequate elevator service 
on one of the upper floors, or in a central position. A 
great deal depends on its dignified set-up in producing 
an impression on the customer, which will lessen the 
opportunity for friction. The department should be 
laid out on a plan to prevent lost motion in its opera 
tions, taking into account sequence of handling and 
generally to accomplish what is one of its main values 

speed and accuracy in the giving of credit service 
The Credit Department should work in closest co-op- 
eration and friendliest relation with all the other de 
partments of the store. ‘The interests of all are 
identical. 





WHAT ABOUT 1929? 


We hope the optimistic prediction of many economists 
comes true, and that 1929 will prove a great year for 
business. But the best laid plans sometimes go wrong, 
and therefore it behooves every Credit Manager to keep 
constantly on his toes, observe carefully every changing 
condition as regards employment, keep his collections up 
to the standard and carefully investigate all new custom- 
ers, while keeping constantly in touch with those on his 
books. If you do this, you have nothing to fear if a 
slump should come and everything to gain if good times 
continue. 

The most important feature for Retail Credit Managers 
to watch during 1929 is the pyramiding of purchases by 
wage earners whose ability to pay may be seriously af- 
fected by curtailment of employment. 


We are Optimists, but we believe in Preparedness. 











The Credit Manager 

The position of Credit Manager is one of great re- 
sponsibility and he should either be an officer of the 
firm or should report directly to the controller or chief 
financial executive. He should have complete author- 
ity and responsibility of all matters pertaining to the 
Credit and Accounts Receivable departments, covering 
the sections I have mentioned. The larger the store 
and greater the volume, the more assistants he will 
need to relieve him of detail and permit him to con- 
tinually visualize the functioning and be the ultimate 
arbiter. 

He should be the type of man described by Frank- 
lin Blackstone of the Joseph Home Company of Pitts- 
burg, who said: 

“The Credit Manager must have the following 
qualities : 

Character Faith 

\lertness Intelligence 
Confidence Perception 
Sagacity 
Courage 
Optimism 


Physiology 
Integrity 
Suavity 
Diplomacy Personality 
Perspicacity Tact 
Psychology Finesse 

“In addition to these qualities he must be an in- 
structor, to instruct the public in the meaning of credit 
and an executive to see that the organization under 
him possesses these necessary qualities and directs the 
granting of credit in accord with the spirit of the pro- 
fession and the institution.” 

He must have a broad background of education and 
experience, a knowledge of people, and must be a good 
judge of human nature; in fact, at times almost a 
mind reader 

A good credit man is known by the exceptions he, 
personally, makes of the rules rather than by his strict 
enfercement of them. 

New Accounts 

The new accounts section should be laid out with 
a reception desk prominently and conveniently located 
at the entrance of the section, presided over by a 
skilled and well trained reception clerk. A series of 
cosy private rooms should constitute this section—well 
lighted and ventilated, and each containing accommo- 
dations for the interviewer and the customer. 

The question on the floor of the sales department, 
asked of the customer, should never be “Shall I charge 
it?” until “Have you a charge account?” is asked. 
Depending upon the circumstances, the new customer 
should be either directed or better still led to the re- 
ception clerk and introduced. The salesperson should 
then retire, allowing the reception clerk to assign her 
charge to one of the interviewers in a private room. 
The sales force should obviously never discuss credit 
terms with the customer. By tactful questioning, the 


Turn to page 26, please 
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A Day In Washington 


By R. PRESTON SHEALEY, Washington Counsel 
National Retail Credit Association 


ASHINGTON has a reputation in some sec- 

tions of this country as being a city that 

takes matters in leisurely fashion, but a 
glance at the work accomplished in Washington on 
Monday, November 12, by David J. Woodlock, Man- 
ager Treasurer of the Association; George A. Lawo, 
Chairman of the Legislative Committee, and R. Pres- 
ton Shealey, Washington Counsel, would serve to dis- 
abuse anybody of this impression. Unfortunately, 
President Hewitt was prevented from attending this 
gathering by illness. 

Nine o’clock in the morning of the above day found 
these gentlemen in session discussing practical and 
legal phases of the proposed law for the garnishment 
of salaries of all federal employees. Chairman Lawo 
produced a grip full of letters from various credit 
managers throughout the country detailing specific in- 
stances of need for such a law, while the writer ex- 
plained the redraft of the law which will serve to 
overcome suggested legal difficulties such as being 
unconstitutional, etc. It would seem that the passage 
of a federal law authorizing the garnishment of sal- 
aries of the 560,000 odd number of federal employees 
would be free from seri- 
ous obstacles, particularly 
in view of the fact that the 
majority of states have en- 
acted laws permitting the 
garnishment of salaries of 
state employees. However, 
this conference developed 


in passing such legislation. The attention of the gath- 
ering was also called by the writer to a bill intro- 
duced by Representative Sears, of Nebraska, prior to 
adjournment of Congress, which provides that a dis- 
charge in bankruptcy shall not release a bankrupt from 
debts incurred for necessaries of life furnished him 
or his family for which he is indebted, and it was 
urged that the Association should bring this bill to the 
attention of the retailers throughout the country for 
their reaction. 

At eleven o’clock the meeting adjourned to attend 
the first of a series of conferences with various gov- 
ernment officials arranged for previously by the 
writer. This conference was held in the offices of the 
Director of the Budget, General Herbert M. Lord, 
and a very full and frank discussion of the proposed 
garnishment law followed. General Lord told the 
committee that neither President Coolidge nor the At- 
torney General favored such a law, believing that it 
would entil considerable expense on the part of thc 
government and hence be in conflict with the program 
of economy. He added that he was also personally 
opposed to it. In passing it might be stated that some- 
times Congress does not al- 
ways follow the recom- 
mendations of the Director 
of the Budget as many 
members of the National 
Retail Credit Association 
know. 

After the above confer- 





that there is opposition 
from a number of quarters, 
and the ways and means of 
overcoming such opposi- 
tion were discussed fully. 
At about ten o’clock the 
conference discussed the 
present bankruptcy law 
and proposed amendments 
thereto. The writer out- 
lined the various decisions 
of the courts construing 
the amendatory legislation 
of May 27, 1926, and 
stressed particularly a re- 
cent decision of the United 
States Supreme Court 
thereon which limits the 
bars to a discharge in bank- 
ruptcy more than may have 
heen intended by Congress 











Discussing practical and legal phases 
of the proposed law. 


ence, at 12:15 p. m., the 
committee returned to the 
writer’s office where they 
were introduced to Dr. W. 
C. Plummer, _ recently 
placed in charge of hand- 
ling the Credit Survey for 
the Department of Com- 
merce. The party then 
proceeded to the Washing- 
ton Hotel to attend a 
luncheon given in_ their 
honor by the Washington 
retail credit men. In re- 
sponse to a request, Dr. 
Plummer had the follow- 
ing to say about the prog- 
ress of and what is hoped 
to be accomplished by the 
Survey: 








Turn to page 30, please 
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The Secretary’s Page 


By GUY H. HULSE, Secretary, National Retail Credit Association 


“How Shall We Meet the Challenge?” 


a4 REDIT is a circle which starts at the Con- The Retailer has, in hundreds of communities, borne 
sumer and ends with the Supplier of the the burden—financial and otherwise—in the develop- 

raw material.” ment of a definite credit policy. The Retailer pays the 

An intelligent National Credit policy cannot be had Operating costs almost wholly of the more than 1,000 
through educating the Consumer only. The credit Credit Bureaus in as many towns and cities. It is 
circle extends beyond the Consumer to the Retailer, these Bureaus that supply the mechanics of interlock- 
the Wholesaler, the Jobber, the Manufacturer, the ing credit control. They safeguard business and aid 


Banker, the Professional man and 
the Producer of Raw Materials. 

Manifestly, each of these is at 
the same time, producer and con 
sumer. In fact, it is exceedingly 
difficult to draw the line of de- 
marcation between the function of 
production and consumption. For 
consumption is largely the scien- 
tific utilization of matter in the pro- 
duction of consumable commodi- 
ties. 

We have, during the past few 
years, been preaching to consumers 










































through the press of the country, 
through personal letters, through 
statement enclosures, from the pul 
pits, through the public schools, 
through the police powers of gov- 
ernment, the need for safeguard- 
ing credit. 

This educational work is 
essential; it has been re 
sultful. This Nation is a 
devotee at the shrine of the 
great God “Credit.” 

Our National prosperity 
may be illustrated by a tri- 
angle, the sides of which 
are Mass Production and 
Mass Consumption. The 
base, intelligently extended 
Credit. 

Credit stimulates Con- 
sumption making Mass 
Production necessary. 
Credit lowers Commodity 
prices and increases wages. 
Credit as important as it is 
and has been in our Nation- 
al development, does not 
possess the Midas touch. 

3eyond the pale of inter- 
locking control it might 


Tats ness. 
become a National menace. many a good busine 


in perpetuating prosperity. 

Their activity is directed almost 
wholly toward educating the Con- 
sumer as to how, when and why he 
should pay his bills. To this ex- 
tent has the retailer played an im- 
portant part in developing a Na- 
tional Credit Policy. 

The Wholesaler, too, has his 
part to play. It is to see that in- 
efficient, poorly trained, under-fi- 
nanced individuals do not have an 
opportunity to launch themselves 
into business. 

I discussed this question not long 
ago with a wholesale grocer. I 
asked him why so many parlor 
grocers were springing up. It was 
surprising how closely his reason- 
ing paralelled that used in the best 
Retail Circles. “A shop man or Ex- 
Farmer,” he said, “having accumu- 
lated a few hundred dollars and 
having a room that he can spare, 
goes into the grocery business.” 
“But”, I asked, “why do you sell 
him.” He replied, “if I did not 
some one else would.” There it is 
in a “nut shell”—over-anxiety to do 
business, inadequate or no credit 
information retarding the National 
Credit structure which right think- 
ing business and professional men 
are striving to build. 

The personnel of the Retail Busi- 
ness is lowered. Consumers are per- 
mitted by this Neophite who should 
never have had an opportunity to 
go into business, to form improper 
credit habits. This, because 
of an injudicious act on the 
part of an otherwise well 
intentioned wholesaler. 


Intuition, that mythical sixth sense, has wrecked It is the duty of the 


wholesaler in the develop- 




















ment of a National Credit Policy to elevate the person- 
nel of the Retail business. 

He can do it only through intelligently extended 
credit. Credit extended on facts developed by the 
Credit Interchange Bureaus of the wholesale organi- 
zation, ‘known as the National Association of Credit 
men, and not on guess or intuition. Intuition, that 
mythical sixth sense, has wrecked many a good busi- 
ness—facts properly applied never have. 

Bankers have been exceedingly slow to grasp the 
significance of Consumer Credit. As a result of this 
lack of vision many honest, well intentioned working 
men have been driven into the clutches of unscrupu- 
lous money lenders and business has paid the toll. 

}ankers have all too long, held to the theory that 
money should not be loaned to the wage earner and 
in small sums. In fact, the wage earner was beyond 
the pale of banking facilities until recently. 

Arthur Morris, twenty-one years ago, in the little 
city of Norfolk, Virginia, started an unique experi- 
ment. From that experiment has grown a tremendous 
business. Splendid Industrial Banks supplying a real 
need may be found in every community. 

These banks are loyal supporters of their Credit 
Bureaus. They pay their full share in every move- 
ment to create a better understanding of the funda- 
mentals of Consumer Credit. 

They assist the over-burdened debtor to liquidate 
his obligations, they release millions of dollars of fro- 
zen assets annually to the retail merchants of the 
Country. They are doing their part in the development 
of a National Credit Policy. 

Especially noteworthy is the fact that one of our 
greatest banking institutions has recently established 
a small loan department; a department where the 
wage earner may go and if found worthy, proper ac- 
commodations may be had. 

Bankers who have been exceedingly slow to avail 
themselves of Credit Bureau Service, will through 
this new development, be forced to co-operate in in- 
terlocking credit control. 

The Professional man, the Manufacturer, each has 
his special burden to shoulder in the development of a 
National Credit Policy. 

A great deal of educating needs to be done in all 
lines of business and industry before we can safely 
say that we are nearing our goal. 

Some lines of business both Wholesale and Retail 
are going off at a tangent. They are advocating 
through their Trade Periodicals, at their Conventions 
and elsewhere, the need for independently function- 
ing single Trade Credit Bureaus. 

It has long been the contention of this Association 
that all credit information should be centered in one 
Bureau or Agency in each city. Competition in this 
field tends to reduce efficiency. 

Credit Reports to be reliable must mirror all the 
facts. They cannot unless those facts are available. 

If trade groups persist in setting up their own 
Credit Bureaus a smattering of facts on each Con- 
sumer may be scattered in the files of several Bu- 

reaus, not one of which will be able to furnish ac- 
curate information. 

It is not surprising that certain lines of business 
may be convinced and justly so, that their individual 
problems are different. Their first thought on making 
this discovery and -properly, too, is to meet and dis- 
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cuss their particular and peculiar problems. They 
immediately find that there is one subject on which 
they can agree. They are unanimous in their desire 
not to lose money through credit extension. In this 
desire is born and comes to fruition—the single or 
allied Trade Credit Bureau Idea. A direct Nemesis 
to the development of a National Credit Policy. 

Recently I visited a town in Georgia where four 
Trade Group Credit Bureaus were functioning. These 
in direct competition to the Merchant owned Credit 
Bureau. 

The merchants of that town are cheating themselves. 
They are paying for something which they have no 
chance of getting—the cards are stacked against them. 
They are paving, too, through a high charge off to 
Profit and Loss. They are paying in a low percentage 
of recovery and in a constant pyramiding of accounts. 
What is the remedy? Centralized Credit Control. 

Credit Bureau Managers are to blame for not de- 
veloping Trade Groups within their own organiza- 
tions. Leadership is required and if that leadership 
is not supplied by the Bureau Manager, some one else 
will supply it. 

Our National Credit Policy will be immeasurably 
retarded if business generally is permitted, because 
of lack of leadership on the part of Credit Bureau 
Managers and others, to break up into small trade 
groups, a part of whose duty will be to operate single 
or allied industry Credit Bureaus. 


HOW SHALL WE MEET THE CHALLENGE? 


TO ALL MEMBERS OF 
THE NATIONAL RETAIL 
CREDIT ASSOCIATION 


¥ On behalf of the Officers 
and Directors of the National 
Retail Credit Association, may 
we express the wish that when 
the turmoil and strain of the 
Holidays are over, you will 
close your business on Dec- 


ember 24, and filled with the 
spirit of Peace and Love and 
Contentment, enjoy a Merry 
Christmas and that the year 
1929 will hold for each of you 
Health, Happiness and Pros- 
perity. 


James R. Hewitt, Pres. 
David J. Woodlock, Mgr. Treas. 
Guy H. Hulse, Secy. 
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Education on the Installment Plan 


By ROY W. ELLIOTT, Bursar 


Municipal University, Wichita, Kans. 


HEN we consider that it 

is possible for Father to 

purchase a car on a small 
down payment and the balance later 
and for Mother to acquire a wash- 
ing machine with littke down and 
the rest by the week, there is little 
wonder that son and daughter pre- 
sent themselves at the University 
with the request for deferred pay- 
ment on their tuition. 

It has not been many years since 
the writer entered a University and 
paid down an entire year’s tuition 
cheerfully in advance and he has 
come to the granting of extension 
of time on tuition accounts with a 
great deal of reluctance. 

In all probability the older and 
larger colleges and universities are 
still, and will remain for some time 
upon the cash basis. However, the 
smaller schools such as the Uni- 
versity of Wichita will grant in- 
stallment tuition much more read- 
ily, thereby making it possible for 
many students to acquire their edu 
cation at a minimum of expense 
close to home. 

We have been working on this 
problem for several years and have 
established a credit system that we 
believe is workable. One of the 
first things our method does is to 
eliminate almost immediately those 
students who are not serious in 
their intention to pay in full. In 
the past several instances have oc- 
curred where a student had been 
given the full amount of the tuition 
by his parent and had then request- 
ed and received an extension on 
part of his bill and spent the dif- 
ference for his own good pleasure. 
Under our present system it had 
been interesting to watch this type 
of student apply for deferred pay- 
ment and then after filling in about 
half of the information requested 
on our applicant blank, silently 
leave the room and pay the full 
amount at the cashier’s window. 


A paper presented before the Wichita 
Retail Credit Men’s Association of 
Wichita, and the Annual Meeting of 
the Association of University and Col- 
lege Business O fficers at Minneapolis. 





THE BIG JOB OF THE 
CREDIT MANAGER 


Every Retail Credit Manager has 
one big job which is sometimes over- 
looked and that is to sell himself and 
his department to the Store Owner. 
It is hard to understand why so many 
Merchants underestimate the value of 
their Credit Department and the im- 
portance of the Credit Manager’s posi- 
tion. They don’t regard the Credit 
Department as a producing feature of 
their business and look upon the 

. Manager as an authorizing clerk. 


The Credit Manager who has an- 
alyzed his job and visualized its possi- 
bilities should not hesitate to convince 
the Merchant that you are not a clerk, 
but an executive, and in place of your 
department being a non-producer, it 
is the most important sales feature in 
his business. 


The Credit Managers who read the 
Credit World and attend meetings of 
their Local and National Associations 
know this is no idle boast. It is a 
fact and if you would reap the benefits 
of being classed as Professional Credit 
Managers you must sell these facts to 
the Store Owner. 


When this is done you will be able 
to shed the detail work and become a 
business builder. 


A good New Year’s resolution is to 
resolve that during 1929 you will sell 
yourself and your work to the Store 
Executives. 











Occasionally there is a student 
who seems earnest and eager 
enough to go to college and who 
has work that seems to assure him 
of sufficient income to meet his ob- 
ligations but who has no money to 
make a down payment. One often 
is tempted to take a chance on him, 
but our experience proves that in 
the majority of cases it is abso- 
lutely necessary to require a por- 
tion of the semester’s tuition to be 
paid at the time of application. We 
endeavor to have the student pay 
one-half the amount, or at least 
one-third. If the student has not 
planned ahead for enough to have 
saved a portion of his tuition he 
will in all probability not plan and 
save for his payments. This con- 
clusion is attested by our records. 

The University of Wichita is a 
member of the Wichita Retail 
Credit men’s Association, and as a 
member, can receive the credit rec- 
ord of the applicant whether a resi- 
dent of Wichita or not. It is surpris- 
ing the number of youth of college 
age who have already begun to es- 
tablish credit relation and have their 
names on the good or bad books of 
credit associations. In case the 
student has not yet established any 
credit contacts we receive the re- 
port upon his family and use this 
for a basis. We require an en- 
dorser of the student’s note for 
tuition and we receive a credit re- 
port upon that endorser. After the 
close of the enrollment period we 
write the endorser acknowledging 
his endorsement and stressing the 
fact that we hold him liable in the 
event the student defaults. If there 
has been any fraud by the student 
this letter will bring it out when 
answered by the endorser. 

All credit for tuition is approved 
in the Bursar’s office. The appli- 
cant is given the blank, Figure 1, 
to fill in. 


The Credit Association 
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is then called by tele- 
phone and a report re- 
which is 


firmed by mail the next 


ceived con- 
day. 

If the report is favor- 
tuition 
Figure 2, is then made 
out in duplicate and the 
tickler card on the right 
end of the form filled in 


able the note, 


and filed immediately in 
a daily tickler. The stu- 
dent is then given the 
note to sign and have 
signed by his endorser 
and is given a copy for 
his information. 

The note when prop- 
erly signed may then be 
the cash- 

together 
with the stipulated cash 


| resented at 


ier’s window 


payment and the student 
is given a receipt, which 


Name 

Address ‘ 

Home Address ....... 

Name of Parent or Guardian 
Address of Parent or G.ardian . 


ae ONTO 


What is the amount of your bill for Tuition? 


(All tuition accounts must 


State 


paid 


I agree to pay do 
QR ccasccccccccesesccocesses 


on 





Do you work?. 


What are 
Board 
Room 
Clothing 


Miscellaneous 
Teral .... Sica neida all iaactacng 
vill sign your note with you? Name and Address: 


or Guardian 


Endorser of Note 








during the semester for which they are 
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Credit is lighting the way for education. 


REQUEST FOR DEFERRED PAYMENT OF TUITION 


what payments you intend to make and on what dates: 

contracted. No 

bs . . $. 
$. 


— . we Discesccscncnsssnsece 


examinatior 


Give three References: (Name and address) 


a .. Where? . 
What is the total amount of your income from all sources per month? 
your average expenses per month 





} UNIVERSITY OF WICHITA, wicnita. KANSAS : NAME 


} CONTRACT NOTE FOR TUITION 


> ADDRESS 
Bien 


FOR VALUE RECEIVED. WE. THE UNDERSIGNED. PROMISE TO PAY TO THE BURSAR OF THE UNIVERSITY OF WICHITA aT 
n 


THE OFFICE OF THE BuRsA 


WITH INTEREST aT 


PER CENT PER ANNUM ON DEFERRED PAYMENTS. 


_DOLLARS DATE DUE 


THE PAYMENTS ARE TO BE MADE UPON THE FOLLOWING DATES 








NOTE: /t «# understood 


note becomes due at once The amount due on this aot 
mveraty regarding tation telunds 


hat if the student withdraws from the 


Umoermty after the fest wight w 
efter withdrawal during the hrs! 





wehs of the semester have elaperd that the Unpaid Balence of the 
wht weeks will be subject to the same rules as led down im the catalogue of the 





Date 


entitles him to continue 
with his enrollment. 
In the case of out-of- 


town students and stu- 
dents upon whom imme- 
diate credit report can 
not be received we ad- 
mit them provisionally 
and allow a few days for 
the final completion of 
the credit arrangement, 
after the payment in 
cash of part of the 
tuition. If satisfactory 
arrangements can not 
be made the student is 
refunded what he paid 
down and dropped from 
the University. 

The notes bear six per 
cent interest and the in- 
terest is compounded 
and paid when the stu- 


dent pays the final in- 





stallment. In the event 
Telephone No 
be g to deling t students.) 
seecese > 
PAYMENTS 
 AeQUNT DATE PAID AMOUNT 









Turn to pabe 28, please 
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A Message From Our Pay Promptly 
Advertising Committee 


Ad Folio made its “debut.” During the past 

eleven months, your committee has striven to sell 
the idea of using the press of the country to promote 
Prompt Payment of accounts. We have succeeded 
only moderately. To date, 132 cities have joined the 
National Campaign and have used material from the 
Ad Folio. We are naturally somewhat disappointed 
that a greater number of our locals have not taken 
advantage of the wonderful possibilities of the plan. 

The committee is not discouraged, for we realize 
that each community has its own problems and we 
have learned that some of the merchants of the coun- 
try are reluctant to accept this new method of increas- 
ing collection turnover. It is a departure from the 
staid and regular practice and must be assimilated 
gradually. 


L IS nearly a year since the National Pay Promptly 


To those of us who know its proven worth, this at- 
titude appears backward and unprogressive. 

Unfortunately some of the merchants and Credit 
men in our larger cities hold the opinion that it is 
“Small town stuff” and will not show results in Metro- 
politan areas. Nothing could be further from the true 
facts. The copy was designed and planned primarily 
to serve our larger locals, because a large number of 
inquiries had come from the largest cities of the 
Nation. 

I believe that statistics would show that the pop- 
ulace of large cities need to be educated along this line 
fully as much as the citizens of small communities. 


Collections in the retail field are not improving of 
their own accord, but on the contrary I believe there 
is a backward tendency. 

Retail collections need a stimulant and this stimu- 
lant is a “Pay Promptly Advertising Campaign.” 

Credit men who have studied the subject believe 
that slow collections are mainly caused by indifference, 
negligence and ignorance of the retail stores’ credit 
terms. Publicity to correct these abuses and have 
permanent effect, therefore, should be continuous and 
of interesting character. The “Ad Folio” was pre- 
pared with these thoughts in mind, and we firmly be- 
lieve it is the type of advertising which carries a mes- 
sage and will be generously read. 

Toward the close of the first year of this New Na- 
tional Service, your committee appeals to all members 
of the Association to consider the effect that a “Pay 
Promptly Campaign” would have in influencing 
“Prompt Payment” in your community. We confi- 
dently believe that if you would initiate such a Cam- 
paign and stay by it, you would one day realize that 
it was the most progressive step ever taken for the 
betterment of Retail Credit. 

Following we are printing a list of the cities and 
Associations, who have joined the National Campaign 
this year. 

Mi.Ton J. SoLon, 
Chairman Pay Promptly Adv. Comm., 
607 Palace Building, 
Minneapolis, Minnesota. 


CREDIT ASSOCIATIONS THAT HAVE ENTERED THE 
PAY PROMPTLY CAMPAIGN 


Albert Lea, Minnesota. 
Arkansas City, Kansas. 
Auburn, New York. 
Auburn, California. 
Ashland, Wisconsin. 
Anadarko, Oklahoma 
Baltimore, Maryland. 
Banning, California. 
Baton Rouge, Louisiana 
Beverly Hills, California 
Big Rapids, Michigan. 
Booneville, Missouri. 
Burley, Idaho. 
Cheyenne, Wyoming. 
Clarksburg, West Virginia. 
Columbus, Nebraska 
Compton, California 
Corpus Christi, Texas 
Cortland, New York. 
Covina, California. 
Cuero, Texas. 

Danville, Virginia 
Davenport, Iowa. 

Devils Lake, North Dakota 
Downers Grove, Illinois. 
Dover, Ohio. 

Decatur, Illinois. 

Dallas, Texas. 

Durham, North Carolina. 
El Centor, California. 
Eldorado, Arkansas. 
Findlay, Ohio. 


Fargo. North Dakota. 
Fort William, Ontario. 
Garnett, Kansas 
Glendale, California 
Gainesville, Florida 
Harrisburg, Pennsylvania. 
Homer, Louisiana. 
Houston, Texas 
Hutchinson, Kansas. 
Hazelton, Pennsylvania. 
Hueneme, California. 
Huron, South Dakota 
Ione, Washington. 
lowa City, Iowa 
Indiana, Pennsylvania. 
Junction City, Kansas 
Kankakee, Illinois 
Kansas City, Missouri 
Kellogg, Idaho. 
Kirksville, Missouri 
Knoxville, Tennessee. 
Kalispell, Montana 
Kenton, Ohio. 
Latrobe, Pennsylvania. 
Lawrence, Kansas. 
Lexington, North Carolina 
Lincoln, Nebraska. 
Lowell, Massachusetts. 
Lynchburg, Virginia. 
Longmont, California. 
Mankato, Minnesota. 
Manhattan, Kansas. 


Memphis, Tennessee. 
Miami, Florida. 
Milwaukee, Wisconsin. 
Minneapolis, Minnesota. 
Missoula, Montana. 
Montgomery, Alabama. 
Muskegon, Michigan. 
Nashville, Tennessee. 
Newton, Kansas. 


New Kensington, Pennsylvania. 


Norfolk, Nebraska. 
Norwich, Connecticut. 
Ocala, Florida. 
Okmulgee, Oklahoma. 
Orlando, Florida. 
Plainfield, New Jersey. 
Portland, Oregon. 
Poughkeepsie, New York. 
Pueblo, Colorado. 

Port Huron, Michigan. 
Paris, Illinois. 

Plainwell, Michigan. 
Rapid City, South Dakota. 
Raton, New Mexico 
Rawlins, Wyoming. 
Richmond, Virginia. 
Rochester, Minnesota. 
Rock Springs, Wyoming. 
Roswell, New Mexico. 
Raleigh, North Carolina. 
St. Cloud, Minnesota. 


Turn to rage 31, please 
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Retail Credit and the Selling 


Function of Credit 


By JOHN B. GUERNSEY, General Sales Manager 
Hale Bros. Store, Inc., San Francisco, Cal. 


HE function of retail credit 
is to increase sales. More 
specifically, it is to increase 
sales at a profit greater than the 
cost of credit. Credit is a great 
convenience to the customer in two ways—for inci- 
dental monthly purchases it provides (through the 
monthly statement) a simple record of purchases and 
the opportunity to pay once a month. For purchases 
of larger amount it provides the opportunity to pos- 
sess conveniences and luxuries beyond the ability of 
the monthly income to pay, and to spread the pay- 
ments over a period. 

Because credit is a great convenience to the pur- 
chaser, the merchant’s customers have come to de- 
mand it on pain of taking their trade elsewhere. To 
hold their trade the merchant has had to supply 
credit, at first reluctantly. 
Some stores had better 
facilities than others for 
supplying credit, and more 
agreeable people to man- 
age it. Credit customers 
discovered that they were 
better treated in some 
stores, and took their trade 
there. Finally it became 
overwhelmingly evident 
that it is not enough mere- \ 
ly to extend credit when 
customers demand it, but 
to make every credit con- 
tact an agreeable one. That 
is the accepted requisite 
today. I need not remind 
you of the pangs and heart- 
burns through which mer- 
chants went to reach that 
conclusion. Nor the losses 
they suffered while they 
were learning that credit 
can be granted safely—not 
by the merchant’s son in 
his noon hour nor by the 
overworked and _ inacces- 
sible bookkeeper, nor by a 
bewildered and browbeaten 
clerk—but by a trained 
credit manager. And this 
credit manager must keep 
himself or herself up to 
the minute on credit prac- 











Stores advertise - 





A lecture delivered at the ‘‘In- 
stitute in Retail Credit’’ con- 
ducted by the Associated Retail 
Credit Men of San Francisco. 


tice and conditions by association 
with the credit executives in other 
stores. Naturally, membership in a 
central credit bureau is essential. 
Even Chicago, the last stronghold 
of the independent who disdained the central clearing 
house idea, has had to come to it. 

At one time, to ask for credit was considered be- 
littling—like asking for a favor. Today the public has 
educated the merchant to expect almost any kind of a 
request for credit—and not as a favor. Do you realize 
that retail credit as we now know it, is not over seven- 
teen years old? Do you realize that the thirty-day 
open account, which is now clearly understood by the 
merchant and by the public, was not clearly under- 
stood ten years ago? Do you realize that retail credit 
has increased in amount more than 1500 per cent in 
the last twelve years, 
since 1916? 


Much of the tremendous 
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You furnish the home — 
We furnish the girl. 


increase in credit has been 
brought about through the 
use and dignification of the 
instalment account by the 
automobile industry. But 
in department stores and 
specialty stores there has 
been a great increase in 
the same period. Think 
back to what your own 
store did in 1916 and com- 
pare it with what you are 
doing today. In the sixteen 
My T—| leading stores in San Fran- 
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business done in 1916 was 
$9,300,000. In 1927 it was 
i’ $39,100,000, and it is ex- 
pected to reach $41,000,- 
000 in 1928. Why? Be- 
cause retail credit, properly 
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administered, does increase 
business and the public de- 
mands it and is willing to 
pay for it. 


The granting of credit: 
1. builds up a regular cli- 
entele; 2. spreads the serv- 
ice of the store by making 
telephone and mail orders 





convenient ; 3.. makes valu- 
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able contacts with customers, through the credit de- 
partment, and frequently calls to the attention of the 
management fundamental or personnel weaknesses 
throughout the store; 4. increases the sale of better 
merchandise, which results in more satisfaction to the 
customer; 5. increases the standard of living—en- 
courages the purchase of luxuries which turn out to 
be necessities, such as the home, the automobile, 
vacuum cleaner, stoves, refrigerators, radios, etc. 

Competition between stores is increasing the field of 
credit. The day is past when a store can elect between 
cash or credit. There is a definite field for each. 
Election of the field which a store chooses to serve 
automatically determines its credit policy. 

When we stop a minute to think of the great suc- 
cess that has attended the development of such chain 
stores as Woolworth’s, J. C. Penny Co., and the Cash 
and Carry groceries, we realize that for them the cash 
basis is almost an essential. At the other extreme, 
great success has attended the long term policies of 
many out and out credit houses. In between these two 
distinctive types we find the department and specialty 
stores, having to meet the competition of both and at 
the same time preserve the individuality of their 
service 

Competition in credit terms is a different matter. 
Advertising credit terms competitively is insidious in 
its effect. It, too, is serving a purpose in pushing 
credit farther and farther into the realm of the un- 
tried and thereby determining just how far it is safe 
to go. But it is breaking down public confidence in 
the integrity of credit terms. When stores advertise 
day after day that there is no bottom to terms—that 
credit is a soft, luscious, fragrant thing that anyone 
can have for the asking—furnish the home and we'll 
furnish the girl—your face and $1 will open an ac- 
count—is it any wonder that 30-day terms are coming 
to take the status in value of last year’s calendar and 
that customers think nothing of asking for 12 to 18 
months with no carrying charge? .As proof of this, 
the following table of statistics of the Boston stores is 
illuminating : 


DEFERRED ACCOUNTS AND REGULAR AccouNTs Ovurt- 
STANDING AT THE END OF THE MONTH IN Boston 
DEPARTMENT STORES, 1920 COMPARED WITH 1925 

Instalment Accounts Regular Accounts 
Per Cent Change Per Cent Change 
1926 Compared 1926 Compared 


Month with 1925 with 1925 
SS eee +-134 L& 
os +-109.2 +-4.5 
se +-104.3 +-3.0 
eee ere + 97 +-1.0 
ME hid aca > caine nied + 74.8 +-2.5 


And here is the danger—if you give 12 months it 
is only a step to 15 and 18 months. And if you give 
18 months you might as well give 24 as to have the 


customer take it anyway. But 12, 15 and 18 months 
credit costs money. Aside from losses, it costs inter- 
est on the money tied up, and expensive records, and 
people to handle them, and collectors. More impor- 
tant, the money tied up could be turned over four or 
five times if invested in merchandise. Therefore the 
profit which could result from each of these four or 
five turnovers increases the real cost of long credits. 
The danger, then, is that the great cost of long credit 
makes a higher markup necessary and this gives the 
cash store the opportunity to undersell. With low ex- 
pense and rapid turnover of capital, the cash store ef- 
ficiently managed as it is today can operate on much 
less margin, and does. It is a clean-cut issue, there- 
fore, between the relative attraction to the buying 
public of lower prices, cash and no individuality on 
the one hand, and higher prices, charge accounts, full 
service, courtesy and humaneness on the other. How 
much more is the public willing to pay’ When that 
“more” becomes too much, the competition in adver- 
tised credit terms will have run its course. Mean- 
while, while dangerous, such competition is at least 
serving to determine the fine line between customer 
convenience and over-costliness and thus makes its 
contribution to the science of credit management. 


The cost of retail credit has been argued back and 
forth for years. It would seem that the cost of any- 
thing as vital as this could be quite definitely deter- 
mined. As a matter of fact, the gross cost of credit 
can be computed readily, but not the net cost. The 
gross cost is first, the cost of operating the credit and 
billing and collection activities, including payroll, sup- 
plies, rental, occupancy (value of space used) and 
agency fees. Add to that interest on the money tied 
up. Add credit losses. Add something for the time 
of salespeople in going to the credit department or call- 
ing up for authorizations, as against ringing a reg- 
ister. Think of the profit that could be made with 
the same money tied up in moving stocks, but don’t 
do any more than think about it. In the average store 
the gross cost of credit is about 2%4% of charge sales. 


Offsetting this, however, is the amount of carrying 
charges paid on installment accounts, and the indefi- 
nite reduction in the necessity of advertising. Every- 
one knows that a charge customer in her favorite 
store buys a hundred incidental things in her quest for 
the few things she deliberately comes down to buy, 
whereas in the cash store this habit is peculiarly lack- 
ing, due perhaps to the psychological effect of paying 
out real money. No one has been able to compute this 
intangible stimulus to increase sales and in conse- 
quence no one knows just how much credit extension 
really costs. 


We know, though, that mighty few stores go broke 
giving credit, if it is administered through a credit de- 
partment headed by a professional credit manager. We 
know that it is a real service to the public, and a vital 
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Greetings from our President 


S THE Yuletide rapidly approaches, my thoughts are con- 
stantly with my fellow members throughout the country. 


For six months it has been my privilege to serve you as 
President, and now it is my pleasure, and my friends I wish to 
emphasize what a really great pleasure it is, to express to you 
my very deep appreciation for the hearty co-operation and loyal 
support accorded me during my first semi-annual term. 


Three essentials mark the success of any organized group - - - - 
Organization - - - Co-operation - - - #£Application 


Organization is the foundation of successful business and gives 
us that great unison of strength with which to overcome those 
many and powerful obstacles ever rising in our midst. 


Co-operation is the combined voiced opinions of the God Given 
Powers of those seated at the round table to improve and better 
in every way, that for which they stand. 


Application, the third and last, is the all steel cable, binding and 
holding in place for all time, those things reached and to be 
reached. In every man there is latent ability. By careful study 
and close “Application” this ability can be highly developed This 
study accomplished by each individual, and used co-operatively, 
completes the “Third Essential.” 


From inception our association has followed religiously the “Three 
Essentials.” It is with great pride that I make this statement and 
I will not be disputed. We are seated at our round table but 
annually, yet results are as though we met weekly. 


Our Credit World, its highly efficient editor and his staff are en- 
titled to a unanimous vote of thanks by the entire association, 
for without them, we really could not function. 


My fellow officers and members, it is with the deepest feeling of 
love and appreciation that I extend to you each, individually, my 
very best wish for a most joyous, bright and delightful Christmas 
and may 1929 bring you all, and our association as well - A 
Very Prosperous, Happy and Productive New Year. 


J. R. HEWITT, President 
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— “the only book so far published that treats the subject 
of retail credit in its entirety.’’—pDavip 5. WOODLOCK, 
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RETAIL 
REDIT PRACTICE 


BY 
John T. Bartlett 


Specialist in Business Research ; 


Charles M. Reed 


General Manaber, Retail Credit Men's 
Manaéer, Bartlett Service; Sec- Ass'n., Denver; Lecturer on Credit 
retary, National Association of and Management, University of Den- 
Business Writers ver; Former Director, Nat'l. 


Retail Credit Association 


With a Foreword by 
David J. Woodlock 


Manader-Treasurer, National Retail Credit Associatior 


b igess book, prepared with the co-operation of committees of the Na- 
tional Retail Credit Association, gives thorough and sound infor- 
mation on retail credit in small, medium, and large stores selling in 
every retail outlet. Every phase of the subject is handled thoroughly. 
The authors begin with discussions of formulation of policies, setting 
up of control routine, etc., and continue through to practical details of 
risk analysis, collection of debts, use of form letters, etc. 


Based throughout on survey and research to determine the most 
successful actual practice, this work draws on the experience of retail 
business paper, editors, credit bureau managers, and credit managers. 
Innumerable actual methods and plans are cited, and there is reproduc- 
tion of numerous forms and other material. 


Here is presented by far the most comprehensive study of collec- 
tion of bad debts, collection percentage and other credit efficiency in 
indicia ever offered. There are thorough discussions of the co-opera- 
tive phases of retail credit, including educational advertising and credit 
bureau methods. The discussion of collection practice explains many 
new supervision plans, and gives the first adequate instruction on tele- 
phone collection, and makes an entirely fresh analysis of effective use 
of form and personal letters. 


There are explanations of instalment credit principles and methods, 
including successful collection systems, which will be found particularly 
useful due to the rapid growth of this form of credit in recent years. 


Qualified management in modern retail credit keeps losses to so 
low a figure that credit becomes a minor and negligible risk. This vol- 
ume will explain to the credit manager the detailed credit practice 
under which this is true. And as Mr. Woodlock says in his introduc- 
tion, “It considers fully the productive basis of retail credit, showing 
in detail how it should be handled to produce greater net profits—more 
important in contributing to store volume than sales promotion, adver- 
tising, or training of sales force.” 


Changing conditions, and numerous recent growth of retail credit 
make ours truly a credit age. The need for an authoritative new text 
has been evident. Here is that text, brought up to date, and showing 
the best practice of 1928. 


352 pages Price $4.00 
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JOHN T. BARTLETT 
Has for ten years operated Bartlett Service, of Boulder, 
Colorado, which specializes in research for business 
papers, and is the principal editorial syndicating service 
in the business paper field, whose work is national in 


THORS 


CHARLES M. REED 


Now with Retail Credit Men’s Ass’n, Denver, as assist- 
ant secretary and general manager. Formerly, director 
in the N. R. C. A., and lecturer on credits and collec- 
tions in the University of Denver School of Commerce. 


scope. Is secretary and principal factor in organizing, 
the National Association of Business Writers; and trade, 


technical, and class journal editor of the Author and 


Journalist. 








DAVID J. WOODLOCK 


in his Foreword, says: 


Changing times demand a modern, com- 
prehensive, thorough text on retail credit. 
There is evolution in retail credit meth- 
ods and the development of co-operation 
among retailers for credit extension has 
been, during recent years, a movement of 
profound significance. 


This book, Retail Credit Practice, an 
exposition of the principles and methods 
of modern retail credit, takes full cog- 
nizance of changing conditions. It is the 
only book so far published which treats 
the subject of retail credit in its entirety. 
In contributing to store volume, sound 
credit methods are more important than 
sales promotion, advertising, training of 
sales force, and store displays. This book 
considers fully the productive basis of re- 
tail credit, showing in detail how it 
should be handled to produce greatest 
net profit. 


On the basis of a nationwide study, 
the authors, qualified by long experience, 
have so treated their subject as to cover 
the entire field of retailing, both small 
and stores. They offer a sound and thor- 
ough text, and I take pleasure in intro- 
ducing and commending it. 











Now Secretary-Treasurer of the Associated Retail Credit 
Bureaus of Colorado and Wyoming. Legal department, 
Credit Clearing House, New York, 1902-1907. Consult- 
ant and commercial manager of a large Denver law firm, 
1908-1919. 


QUESTIONS HERE ANSWERED: 


What are the factors that determine the individual store's credit pol- 
icy—conservative, liberal, or very liberal? 

What three tests must all credit policy meet? 

How shall we determine whether to sell on the instalment plan? 

What are the principal devices for credit control? 

How do collection percentages vary in different types of business? 

Under what heads should credit department expenses be classified? 

What are the various discount methods in use? 

What are the most efficient ways for the local credit bureau to handle 
inquiries? 

What are four successful lines of approach for the overdue but in- 
dignant customer? 

What facts should the inquiry form reveal? 

How has the use of telephone and telegraph increased in the last few 
years? 

What five questions must be considered in the risk analysis? 

What specific plans have been used to safeguard credit with weak risks? 

What points must be remembered in efficient use of guaranties? 

How can credit files and indexes be kept at minimum cost? 

What authorization methods have facilitated service? 

What four major types of collection routine have proved successful? 

What are the “do’s” and “don’t’s” in form letters? 

What are the various methods for avoiding garnishment? 

How should the cash store go about adding charge business? 

What are the various promotion methods for building charge business? 


What are the fundamental differences between instalment and regular 
credit? 


What are the best bookkeeping follow-ups now in use? 
How are the return goods and complaint problems being met? 


a 


This book can be obtained through the National Retail Credit Association. Send your orders to 


National Retail Credit Association 


Equitable Building -_— - 


St. Louis 


If you are a member your credit is good and you will be billed on a 30 day charge account. If not a member, please 


attach check for $4.00, the price of the book. 
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Made to Order Telephone Equipment and 
Telephone Typewriters, Now In Use 
In The Pittsburgh Credit Bureau. 


By A. B. BUCKERIDGE, Manager, 
Pittsburgh Credit Bureau, Inc. 


ISUALIZE a telephone order board equipped 

with 160 lines and having a capacity of 300 

lines ; handled by twenty operators, any one of 
whom can take any call and connect it with any of the 
other 159 lines, and you can picture the new equipment 
in the Pittsburgh Credit Bureau. 

Imagine an operator clearing a reference at eleven 
different stores at the same time by simply writing 
the message on a special 
typewriter so that the 
stores receive the infor- 
mation exactly as it is 
typewritten, and you can 
see that something new 
has been added to the 
Pittsburgh Credit 
Bureau. 

Modern credit condi- 
tions have created new 
needs in the Bureaus 
acting as clearing houses 
for credit information. 

The old time telephone 
equipment has become 
obsolete, because of the 
rapid increase of calls. 

Today the Bureau 
must make a scientific 
study of its telephone 
problems and create its 
own equipment to handle the immense volume of 
traffic. 

That is what has been done in Pittsburgh. 

For six months the engineers of the Bell Telephone 
Company checked and re-checked the calls coming 
into and out of the Pittsburgh Credit Bureau. 

After the present and future needs of the Bureau 
had been set down in black and white, the blue prints 
for the necessary equipment were finally oked. Five 
months were devoted to building and installing the 
necessary equipment. 

The first provision was for a telephone order board 
that is an exchange in itself. It provides for five 
years’ expansion. 

The second provision was for telephone typewriters, 
so that instead of clearing a reference by spelling the 
name out and waiting while the information was 





The new twenty position order turrets. 


looked up at the other end of the line, to simply write 
it on the sending typewriter. The machine at the 
member store receives the message in regular type- 
writer type. 

When a bad check, or other warning, is to be broad- 
casted to the larger stores it is no longer necessary to 
telephone eleven times; or to write eleven messages 
and have them distributed by messengers. You 
simply switch in the 
eleven stores, write the 
message and they all 
have it as you write it. 

So many letters and 
telephone calls have been 
received from Bureau 
and Credit Managers in 
cities around the coun- 
try by the Pittsburgh 
Credit Bureau, that it 
has been decided to hold 
an Open House Day in 
the [Pittsburgh Credit 
Bureau, on Monday, 
January 14th, 1929. 

At that time engineers 
of the American Tele 
phone and Telegraph 
Company will give a 
complimentary luncheon 
to the guests and will 
explain all the details of the Pittsburgh equip- 
ment, including its costs and how other Bureaus 
can have similar order boards and telephone type- 
writers to fit their needs. 

And the Bureau office will also answer all questions 
regarding these time and labor saving devices. 

The Bureau will also explain to the visitors how it 
has increased its membership from practically nothing 
to more than 1,100 members in less than two years, 
and more than fifteen new members still being added 
to the list every week. 

If you have telephone problems, especially in get- 
ting references cleared promptly, visit the Pittsburgh 


Bureau on January 14th and you will find the trip 


well worth while. 


The following story of the equipment as viewed by 














the representatives of 
the Bell Telephone Com- 
pany, who designed and 
built the equipment, 
gives additional as well 
as technical details: 

“On October 29, 1928, 
the Pittsburgh Credit 
Bureau became the most 
completely equipped 
Credit Bureau in the 
United States from a 
Telephone viewpoint. It 
was on that date that we 
cut into service the 
specially built order 
board to meet their ever 
increasing demands for 
more service. 

“Their equipment now 
consists of : 

1. Twenty positions of special order board. 

2. Thirteen telephone typewriters. 

“To understand the necessity for this special equip- 
ment, it is necessary to give some of the background 
in the nature of a brief description of their organiza- 
tion and methods of operation. 

“The Credit Bureau was organized in late 1926 by 
the representative merchants of the city for the pur- 
pose of creating 1 common credit file and protecting 
themselves and anyone else who desired to join with 
them from the poor credit risks and deadbeats. The 
organization founded with the purpose of creating a 
Community Credit Morale for the betterment of the 
credit grantor and the credit buyer, had such high 
ideals in mind that as soon as other merchants, busi- 
ness and professional men saw the advantages to be 
obtained from joining such an altruistic group, they 
began to come into the 
organization in growing 
numbers. In the short 
two years of its exist- 
ence, t he Pittsburgh 
Credit Bureau has 
grown from less than 
forty members to more 
than a thousand of the 
leading merchants, busi- 
ness and_ professional 
men, and the number is 
increasing at the rate of 
nore than fifteen a week. 

“When a member of 
the Bureau desires in- 
formation on a prospec- 
tive credit customer, he 


calls the Bureau, gives 
them all the information 








The Telephone Typewriters 





Receiving typewriters in members’ stores credit office. 
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which he has on the cus- 
tomer, and asks for the 
type of report he wants 
on that person. He may 
get either a written re 
port with all the refer- 
ences cleared, all the 
department store’s 
ledgers cleared, a per- 
sonal history of the sub- 
ject together with all the 
information in the files 
of the Bureau cleared up 
to date; or a telephone 
report giving all the in- 
formation in the files of 
the Bureau together with 





the clearance of such 
references as the mem- 
ber may give the Bureau. 

“As the organization 
grew; the number of inquiries soon became so large 
that their telephone equipment which consisted of six 
teen positions of a No. 2 Order Turret was found 
inadequate to handle the load and a position consisting 
of one 550-80 line P. B. X. was added. At this time, 
there were terminated on their equipment ninety-eight 
trunks, tie and station lines, which to have the Bureau 
operate efficiently, should appear at all positions. Then, 
a need of intercommunication between telephones on 
the premises developed and, as the No. 2 Order Turret 
is not designed to handle this feature, a serious lack 
of flexibility was apparent. 

“After a very intensive survey was made of their 
present and future needs, it was decided that a special- 
lv designed Order Board and our Telephone Type- 
writers would answer their requirements. 

“The Board designed for their use consists of the 

following equipment : 
Twenty positions of Or- 
der Board equipped for 
an ultimate capacity of 
three hundred lines to 
appear at each position 
on a three panel multiple 
basis. Each position is 
equipped with five an- 
swering cords and ring- 
ing equipment for inter- 
communicating use, and 
also twenty call wire 
circuits for inter-com- 
munication between po- 
sitions. Terminated on 
the board are: tie line 
from the P. B. X.’s of 
members who use the 


Turn to page 29, please 
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Nashville Begins Preparation 
For Credit Men’s Convention 


Southern hospitality will mix business and discussions. 


ASHVILLE, ‘Tennessee, next 
N convention city of the National 
Retail Credit Men’s Association, 
has already started its plans for making 
the Seventeenth Annual Meeting of the 
organization one of the most enjoyable 
and successful ever held, and under the 
direction of John R. Harris, credit man- 
ager for the Nashville Railway & Light 
Company, who has been appoined as gen- 
eral chairman for the convention, work 
of the various committees has been 
started. This work will continue steadily 
until the date of the convention and 
when the delegates arrive they will find 
Nashville with its true “Southern Hos- 
pitality” waiting with open arms. 
Appreciating the fact that the Credit 
Men have selected Nashville as the first 
Southern city in which to hold their an- 
nual gathering and determined that the 
city shall do everything possible to make 
it both enjoyable and profitable for all 
who attend, the Nashville Retail Credit 
Men’s Association began plan- 


Convention Chairman 





JOHN R. HARRIS 


Credit Manager for the Nash- 
ville Railway & Light Company 
who has been appointed as 
general chairman for the Seven- 
teenth Annual Convention of 
the National Retail Credit As- 
sociatinn to be held at Nash- 
ville, Tenn. June 18 to 21, 1929. 


drew Jackson Hotel, Sam Davis Hotel, 
Maxwell House, Tulane Hotel and Savoy 
Hotel, and with the spirit that Nashville 
always shows conventions, hotel accom- 
modations will be adequate and complete. 
At a recent meeting of the Nashville 
Association, Mr. Harris announced the 
appointment of the following commit- 
tee chairmen: Finance, J. W. Miller, of 
4th and 1st Natl. Bank; Registration, 
W. W. Hardcastle, Castner-Knott Co.; 
Exhibits, A. T. Armstrong, of Arm- 
strong’s ; Program, E. B. Thweatt, Keith- 
Simmons Co.; Transportation, R. W. 
Brown, Burk & Co.; Entertainment, H. 
lL. Reagan, Cain-Sloan Co.; General 
Arrangements, W. C. Miller, John A. 
Meadors & Son; Reception, W. T. Follis, 
Quick Tire Co.; Publicity and Advertis- 
ing, E. C. Harlan, Nashville Retail 
Credit Bureau; Bureaus, Mr. Harlan; 
Convention Edition of Daily Paper, F. 
E. Kuhn, Kuhn-Cooper & Geary; His- 
torical, Volney James, James-Sanford 
Agency; Garages, Carl Buck- 





ning for the convention as 
soon as the delegation re- 
turned Kansas City. 
Mr. Harris was selected as 
general chairman for the con- 
vention organization and R. 
H. Poindexter of D. Love- 
man, Berger & Teitlebaum, 
and one of the most prom- 
inent members of the Na- 


from 


tional Organization, will serve 
as assistant chairman. 





The Hermitage Hotel, one 
of the most famous of the 
South, has been selected as 
general headquarters for the 
convention, and Manager H. 
E. Baughman is co-operating 
with the local committee in 
every way to the end that 
nothing be left undone that 
will tend to make the head- 
quarters complete in every re- 
spect. In addition all other 
hotels of the city are co-op- 
erating to the fullest extent, 
among them being the An- 


vention headquarters. 





Convention Headquarters 


Hermitage Hotel, Nashville, Tenn. 


One of the South’s finest hostelries was selected as con- 
Manager H. E. Baughman is co- 
operating with the Nashville Retail Credit Men’s Ass’n. 


ingham, Southern Bell Tele- 
phone Co. ; Ladies’ Entertain- 
ment, Mrs. R. H. Poindexter. 

Upon the shoulders of Mr. 
Thweatt of the program com- 
mittee, Mr. Reagan of the en- 
tertainment committee and 
Mrs. Poindexter of the ladies’ 
entertainment committee falls 
a large portion of the work, 
but these three have started 
their plans in motion and pre- 
dict that when the convention 
ends everyone will say that 
Nashville has lived up to its 
reputation and promises. They 
are proud of Nashville having 
been awarded the convention 
and are doing everything pos- 
sible to show their apprecia- 
tion by making a convention 





without one dull moment 
from start to finish. 
The beautiful ‘Tennessee 


War Memorial Building, re- 
cently erected by the State of 


Turn to page 31, please 
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Special Accounting 
Forms? Why Bother? 


“Worth Keeping—Records That Talk” will 
show you how to avoid the bother and ex- 
pense of devising special office forms. “Worth 
Keeping”—the first book of its kind ever 
published—is a combination loose-leaf man- 
ual and catalog. 


It describes more than 4000 Irving-Pitt forms, 
systems, binders, and devices—for every con- 
ceivable bookkeeping need. Visible equip- 
ment, machine posting equipment, forms 


specialized to various businesses, forms for 
every purpose in your own business, binders 
from memo to ledger size—all are indexed 
for convenient reference and carried in 
stock by your stationer. 


With this book on your desk you can always 
find the form or device you need—without 
special designing. A hundred thousand ex- 
ecutives and accountants are using “Worth 
Keeping” every day. How about you? Ask 
your stationer—or write us today for your 
free copy: 


IRVING-PITT MANUFACTURING CO. 
New York 


Kansas City Chicago 





Equipment 





ta [o} D) 


Accounting Systems Ring Books 
Machine Posting and Visible 
Forms 









Binders 
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Washington Bulletin National 
Retail Credit Association, Dec. 1, 1928 


By R. PRESTON SHEALEY, Washington 


FOREWORD 


What is going to come out of the 
legislative hopper before the end 
of this short session of Congress is 
of considerable interest to busi- 
ness. It has been repeatedly stated 
during campaigns that legislation 
does not materially affect business, 
but to the writer this does not ap- 
pear to be the fact. At the present 
moment there is agitation for in- 
creased tariff schedules to meet the 
ever increasing competition of Eu- 
rope, and it would be folly to say 
that the passage of a general tariff 
revision bill or even specific sched- 
ule revision measures would not 
affect business in one form or an- 
other. The passage of a farm re- 
lief bill with an equalization fee 
would also have an effect, probably 
detrimental, the other 
hand passage of sound legislation 
to aid the farmer and provide for 


while on 


the orderly marketing of his prod- 
ucts and eliminating some of the 
spread between the farmer and the 
consumer’s dinner table might im- 
prove October we 
called attention to the status on the 
calendar of both Houses of impor- 
tant legislative matters, specifically 
mentioning the so-called Boulder 
Dam Bill as being the unfinished 
business before the Senate. These 
measures, with the thirteen annual 
appropriation bills, will make it dif- 
ficult for the passage of any sort of 
general legislation, such as farm re- 
lief, should a fight develop, and 
certainly a general tariff revision 
bill. As to an extra session, the im- 


business. In 


pression prevails in Washington 
that the incoming President, Mr. 
Hoover, will deal with the situation 
as he finds it at that time, and that 
as he promised during the cam- 
paign to call a special session if 
farm relief was not enacted at the 


short session, he will do so if in his 
judgment an adequate farm relief 
bill has not been passed in this 
short session. It would not occa- 
sion much surprise, however, even 
if a farm relief bill has been passed, 
to see the Ways and Means Com- 
mittee hold hearings in the spring 
and early summer on a general tar- 
iff revision bill with the idea that 
Congress may be called in extra 
session in September or October to 
pass a bill that the 
would then have ready. 


Committee 


Legislation 

During the recent campaign con- 
siderable discussion was given to 
the question of reorganizing the 
various departments of the govern- 
ment with a view to greater effici- 
A bill along 


such lines was introduced at the 


ency and economy. 


last session of Congress by Repre- 
sentative Wyant, of Pennsylvania, 
and is known as H. R. 8127. This 
bill provides for the consolidation 
of the construction and engineering 
services of the Government, now 
scattered through half a dozen dif- 
ferent departments. It has been 
announced that the hearings on this 
measure been concluded, 
though they may be reopened in the 
event the sub-committee, which is 
considering the bill, deems such ac- 


have 


tion advisable after considering the 
report thereon which is expected to 
be submitted shortly after the con 
vening of Congress. 


Treasury Department 


Comptroller General J. R. Me- 
Carl has made public a ruling which 
is of the greatest importance to all 
contractors and material men inter- 
ested in government projects. This 
ruling declares that the particular 
government department or 
receiving bids on any matter need 
not accept the lowest bid submit- 
ted, but is permitted to require that 


office 


Representative 


the award shall go to the lowest re- 
sponsible bidder. This ruling was 
given to the Secretary of the Treas- 
ury in connection with the consid- 
eration of bids on that Depart- 
ment’s $10,000,000 Internal Reve- 
nue Building, but it is felt that it 
will have a far reaching effect on 
the awarding of contracts for gov- 
ernment work throughout the 
country. 


Department of Commerce 
Within the past few weeks the 
Department has commenced work 
on a Census of Industrial Pur- 
chases, which is designed to lower 
the distribution costs of the whole 
range of American business. The 
annual waste in the distribution of 
consumer’s goods has been estimat- 
ed to be $8,000,000,000, and it is 
hoped that the Census will develop 
the causes directly responsible for 
this great loss, so that they may be 
eliminated as much as is possible. 
No better illustration of the 
value of the Department of Com- 
merce to the business interests of 
the country is to be found than the 
statement of Dr. Julius Klein, Di 
rector of the Bureau of Domestic 
and Foreign Commerce, contained 
in the Department’s annual report 
just issued, that his Bureau during 
the past fiscal year averaged near- 
ly 10,000 specific services a day to 
the public. These services ranged 
among various individuals and the 
22,000 which the 


firms 3ureau 


serves. When it is borne in mind 
that this service is from only a por- 
tion of the Department, the magni- 
tude of its work is impressed upon 
one the more firmly. 


Interstate Commerce Commission 

The Commission in a recent re- 
port has given its construction to 
the Barge Line Act of May, 1928, 
and announced that this act does 


Turn to pate 32, please 
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THE APPLICATION 


Kardex reveals the facts on 
which credit may be ex- 
tended and speeds the new 
account to the buying stage. 





THE SALE 


Kardex preserves the good 
will of “take with” purchas- 
ers by prompt identifica- 
tion of those authorized to 
charge. 








THE AUTHORIZATION 


Kardex credit control reflects 
accurately the condition of 
an account, sorts automati- 
cally good risks from bad. 


SB 
| 


THE DELIVERY 
Kardex isa factor in efficient 
deliveries and guards faith- 
fully merchandise exposed 
to impostors’ acts. 















CREDIT 
CONTROLLED 


HE part that Kardex plays in credit control is 





fundamental in merchandising. Visible indexes 
speed the flow of credit sales, subtract much of the 
element of risk from charge accounts. Retail trade 
was helped to existence on its present scale by Kardex 
visible credit files. 

But change is continuous. Improvement is con- 
stant. Your methods of yesterday may be obsolete 
today. The credit-granting routine of a year ago may 
now require supplement by more up-to-date practices. 

That is why “Credit Controlled” was written for 
you. This booklet treats impartially and briefly of 
all the newer phases of credit merchandising. It sets 
forth practical plans of controlling credit which 
apply to the small shop, the medium sized store and 
the huge metropolitan enterprise. 

A copy of “Credit Controlled” will be sent you 
immediately if you will fill out and mail the coupon 


below. Without charge or obligation! 


KARDEX 


DIVISION OF 


Remington Rand Business Service Inc. 
465 Washington Street Buffalo, N. Y. 


Safe Cabinet - Baker-Vawter 
- Line-A-Time - Library Bureau 


Kardex - Rand 
Kalamazoo - Dalton 


Remington 
Powers - 


KARDEX VISIBLE DIVISION 
REMINGTON RAND BUSINESS SERVICE INC. 
465 Washington Street, Buffalo, N.Y. 


Please send me a free copy of “Credit Controlled”, your new booklet 
on retail credit merchandising. 


Name 















——_—— 


TULSA HAS CREDIT SCHOOL, 


The Associated Retail Credit 
Men of Tulsa, Oklahoma, have or- 
ganized a class in the Theory and 
Practice of Retail Credits, which 
is being conducted by the Extension 
Department of the University of 
Oklahoma, with Mr. H. R. Stuart 
of the Halliburton-Abbot Com- 
pany as Chairman of the Educa- 
tional Committee. 

Dr. J. M. Watters of the Univer- 
sity is in personal charge of the 
class of thirty-eight members, 
which meets each Wednesday even- 
ing from 7:30 to 9:30 p. m. A fee of 
nine dollars is charged for the com- 
plete course and the “Retail Charge 
Account” and other publications 
are being used as text books. 

The entire course follows the 
syllabus issued by the Educational 
Committee of the National Associa- 
tion, and the members of the class 
are enthusiastic about the progress 
made during the past. four weeks. 

Tulsa boasts one of the most 
progressive Local Associations in 
the National. 


“RETAIL CREDIT PRACTICE” 


A new book of 377 pages, pub- 
lished by Harper & Brother of New 
York, and written by two members 
of the National Retail Credit Asso- 
ciation, John ‘T. Bartlett and 
Chas. M. Reed of Denver, has just 
been released. It is an excellent text 
book on Retail Credit, and fills a 
long felt want for literature of this 
kind. It is described in detail on 
another page and we hope that both 
as an addition to their library and 
as a compliment to the writers, our 
members will secure a copy and 
carefully read it. 

HAVE YOU STARTED YOUR 
CREDIT STUDY CLASS? 
The National Association has 

provided a means for every mem- 
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Flashes 


From the National Office 


ber to receive the benefits of a Post 
Graduate course in Retail Credits. 

A committee headed by Vice- 
President J. H. Edgerton, Credit 
Manager of McCreery’s, New 
York, have prepared a course of 
study which will put you in the 
class of a professional Credit 
Manager. 

If you are interested, write to 
Mr. Edgerton or to the National 
Office. 

OF INTEREST TO DRUG 

STORES 

A case of considerable impor- 
tance to all drug stores, and par- 
ticularly chain drug stores, was 
argued before the Supreme Court 
last week. The Legislature of 
Pennsylvania passed a statute reg- 
ulating the granting of licenses to 
drug stores in such a manner as to 
practically prevent chain drug 
stores from operating in that state. 
The Liggett Drug Company has at 
tacked the constitutionality of this 
statute, while of course the state 
has defended same, maintaining 
that it comes within the proper ex- 
ercise of police powers of a state. 
The court has the case under con- 
sideration now, preparatory to is- 
suing its decision. 


RETAILING, A NEW FAIR- 
CHILD WEEKLY, TO START 
JANUARY 5, 1929 


Retailing, which for the last five 
and a half years has been issued as 
the Saturday edition of Women’s 
Il’ear Daily, will become a separate 
publication on January 5, 1929. It 
will be published weekly in place of 
the Saturday issue of /l’omen’s 
IVear Daily, which in turn will be- 
come a five-day newspaper. Ke- 
tailing will be the seventh member 
of the Fairchild 
Group. 


Publications’ 


In its new form Retailing will be 
enlarged in scope and contents. Not 


only will the new weekly continue 
its comprehensive articles on oper- 
ating and merchandise ideas af- 
fecting all store departments, but it 
will cover minutely all news on 
those departments catering to the 
home. Among the merchandise di- 
visions included will be Furniture, 
Home Furnishings, Housewares, 
electrical household appliances, 
carpets, rugs and floor coverings, 
china and glassware, silverware, 
linens, draperies and curtains, pot- 
tery and ceramics. 


Retailing will start with a circu- 
lation of 30,000 copies, the major- 
ity of which go to retail store ex- 
ecutives and buyers. 

Harvey E. Runner, Retail Editor 
of IVomen’s IVear Daily, will be 
Editor of Retailing. 





Your Collections 


— 


Detroit 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organiza- 
tion owned by the merchants, 
for their protection, are self- 
evident. 


Rates Reasonable 
Safety Assured 
Address: 


MERCHANTS BLDG. 
206 E. Grand River Avenue 
































THE DOWN PAYMENT IS 
IMPORTANT 
lutomobile Sales — Relation Be- 
lation Between Down Payments 


The relation between down pay- 
ments on automobiles and reposses- 
ions as worked out by a Chicago 
firm is reported in “The \isconsin 
Ketail Bulletin” for October, 1928. 
It is claimed that automobile deal- 
ers’ records for 1926 showed that 
repossessions amounted to about 2 
per cent when a down payment of 
one-third was made on a car, in- 
creasing to about 4 per cent when 
the down payment was only one- 
fourth. When less than one-fourth 
was accepted as down payment, re- 
possessions increased to as much as 
11.5 per cent. 

\RE YOU HAVING TROUBLE 
WITH ACCOUNTS AGAINST 
FEDERAL EMPLOYEES? 

In connection with our request 
for an amendment to the law so as 
to permit the garnishment of Fed- 
eral Government employees, Gen- 
eral Lord, the Director of the 
Budget, has asked for detailed ac- 
counts of specific cases where the 
debtor has taken advantage of his 
being exempt from garnishment. 
Committee 
Chairman will appreciate the co-op- 


Our Legislative 


eration of each member by sending 
to him at once, a statement of all 
such cases. 

Your prompt reply to this re- 
quest will materially aid us in pre- 
senting our case before Congress. 

Address your reply to 
George A. Lawo, 

Care The John Gerber Company, 
Memphis, Tennessee. 

Mr. Lawo is Chairman of our 
Legislative Committee, and anxious 
for your co-operation. 

SOUTHERN CONFERENCE 

POSTPONED 

At the 1928 Southern Confer- 
ence of the Credit Managers of the 
Southern States, held in Memphis 
last March, it was voted to hold the 
i929 meeting in Chattanooga, Ten- 
nessee, in March 1929. But when 
our National Convention selected 


THE CREDIT WORLD for December 





Nashville for the National meeting 
in June, the Directors of the South- 
ern Conference and the Credit Men 
of Chattanooga felt the Southern 
Conference would attract many 
members who would be unable to 
attend the National Convention be- 
cause of inability to get away from 
their official duties for two meet- 
ings. So they graciously volun- 
teered to postpone the Conference 
until 1930, so that all members in 
the South might attend the Na- 


tional Convention at Nashville. 


The officers of the National As- 
sociation and the members of the 
Nashville Local Association appre- 
ciate this courtesy and the desire 
of the Chattanooga members to 
make the National Convention a 
great success, even to the sacrific- 


ing of a Conference in their city. 





THANKS, SAN FRANCISCO 


During October, the Associated Re- 
tail Credit Men of San Francisco and 
the Retail Merchants Association con- 
ducted an “Institute in Retail Credit,” 
a five week educational feature for 
Credit Office- executives and em- 
ployees. 

It was a great success. The five 
lectures were masterpieces in their 
presentation of the subjects with 
which they dealt. 

The National Office acknowledges 
the courtesy displayed by our San 
Francisco members in sending us 
copies of these excellent lectures so 
our entire membership may get the 
benefit of this course of Credit train- 
ing, through the Credit World. 

Two lectures appear in this issue 
and others will follow in the January 
and February numbers. Every member 
should carefully read them and pass 
our publication to his assistants or 
write the National Office for extra 
copies. 


D. J. Woodlock. 











We have just discovered that 
Secretary Hulse’s full name is Guy 
Hewitt Hulse. 
be to learn how he is related to 
President Hewitt. 


The next step will 


The Finance Committee of the 
National Association will hold a 
meeting in St. Louis, January 21- 
22-23, 1929, to consider a new 
membership plan to be submitted 


to the Nashville Convention. 
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It is not too early to make reser- 
vations for the Nashville Conven- 
tion. Mr. W. W. Hardcastle, 
Credit Manager of the Castner- 
Knott Dry Goods Company, Nash- 
ville, is Chairman of the Registra- 
tion Committee. 

Mr. M. G. Roemer, Accountant 
of the National 


deeply appreciative of the prompt 


Association, is 


manner in which members are pay- 
The national delin- 
quent list is almost nil. 


ing their dues. 


Over 30,000 mail, 
Credit World, Bulletins, letters and 


packages of 


pieces of 


supplies, were sent 
out from the National Office dur- 
National Head- 
quarters is a busy place. 


ing November. 


Service Supervisor A. B. Sand- 
ers is spending December at Na- 
tional Headquarters arranging his 
schedule for next year. He will 
begin work in Oklahoma in Janu- 


ary. 








Chicago 
Collections 


Should be sent to the 





Credit Service 
Corporation 





Collection Department of 

the Chicago Credit Bureau, 

Inc., and Credit Reference 
Exchange, Inc. 


The Official Credit Reporting 
Service of the 


Associated Retail Credit 
Men of Chicago 


35 So. Dearborn St. 
Chicago, IIL. 


Telephone, Randolph 2400 


Credit Reports Collections 
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The Organization of the Credit Department 


(Continued from page 6) 


interviewer finds out the basis of the customer’s credit 
and sets it down on an application blank. 

This basis may be either financial or moral, and 
references are obtained, both trade and personal, to 
confirm the statements. 

Financial responsibility is governed by the income 
or salary, and ownership of property. Moral respon- 
sibility is determined by business or social connections. 

Some stores allow the customer to name her own 
credit limit and if the reports are satisfactory, this 
limit is allowed. In many cases the idea which the 
applicant has of a purchase limit affords considerable 
insight into the character of the risk. 

The application blank contains the agreemert to 
settle the account every thirty days in full, and this 
should be repeated before the customer and clearly 
understood at the time it is signed. 

The customer should also be informed of the method 
of obtaining the information regarding her credit 
standing and the connections of the firm with the 
Credit Bureau, and the length of time required to es- 
tablish the account. No promises should be made 
that cannot be strictly kept. If immediate purchases 
are desired, an understanding of the limit of these 
purchases should be had, and the authorizing section 
informed of the details on a card which is held by the 
authorizers in reference files until the actual account 
is set up. 

Enough information should be obtained to deter- 
mine the fundamental fact of the ability to pay 
promptly, and to determine whether the purchase or 
purchases can be afforded. 

It is necessary at times to obtain a guarantee if the 
credit standing is obscure. 

If the charge desired is to be placed on a budget 
account, a budget contract is signed as well as the 
application blank. 

It is the custom to place interviewers in the house- 
hold and furniture departments to close budget con- 
tracts conveniently. They, however, operate in the 
same manner as the rest of the new account section. 

The application now goes to a clerk who registers, 
makes application for a written or phone report from 
the Credit Bureau and files it awaiting the same. Upon 
receipt of the report it is matched up with the appli- 
cation and rated by the interviewer. This rating is re- 
ceived, corrected or approved, and the account is set 
up by the various operations necessary; such as: 

a—Authorizing indexes. 

b—Ledger cards. 

c—Addressograph. 

d—Geographical indexes. 


The original application is then permanently filed 
together with all information in a credit reference file. 


The basis of establishing a limit for the salaried 
person on an open credit is usually from one-fourth 
to one-half of a month’s income. The limit, as I have 
before intimated, however, should always be deter- 
mined by what the applicant can obviously afford. 
“An account well opened, is more than half collected,” 
is an old truism, and too much care cannot be taken 
in this first step. 

The correct rating and establishing of a new account 
calls into play all of the training and acumen of the 
credit man. If the account is clearly not desirable 
“on its face,” the customer should most tactfully be 
informed of this fact without imputing her intentions, 
and in such a manner that she may be retained as a 
cash customer. Customers should be notified by mail 
at once upon the actual acceptance of the account, and 
the letters used should be graded to meet the needs 
of the case. If the account is declined, it should be 
reviewed by the Credit Manager or his assistant be- 
fore finally notifying the applicant. 

Authorization 

Once an account is determined to be desirable, and 
rated, means should be set up to facilitate the deliv- 
ering of the goods to the customer with the utmost 
speed. Many means are used to accomplish this end, 
the principal modern ones being: 

a—Tube System. 

b—-Telephone System. 

c—Coins. 

d—Cards. 

e—Signature and Floorman Method. 

f—Tube and Telephone combined. 

All sales tags should be signed by the customer for 
a “Charge Take.” ‘Nearly all of the larger stores 
“under authorize” on the sales floor up to certain 
limits. Some stores allow merchandise to go out up 
to $25.00 on presentation of an identification coin or 
card. The best method, in the writer’s opinion, is a 
combination Tube and Telephone system, the tubes 
being used as conveyors only for the purpose of iden- 
tifying signatures and quick transit of the tags. 

The phone system calls for a central unit and in- 
dex in the Accounts Receivable office for authorizing 
charge takes and another unit and duplicate index in 
the shipping room next to the central wrapping divi- 





We urge the members of 
the National Retail Credit 
Ass'n topatronize those who 
advertise inthe Credit World. 
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sion for “Charge Sends.” ‘The indexes show the 
name, charge addresses, special flagging buying privi- 
leges and credit limit of every customer. These are 
kept up every day and all charges noted. Fraud 
charges to wrong accounts are growing at such an 
alarming rate, it is desirable that under authorizations 
on the floor be kept at a small minimum and only 
allowed at the authorization room by the chief au- 
thorizer at rush periods for moderate amounts in 
order to clear the boards. 

Refer slips are made to clear through the ledgers 
where the credit cannot be immediately passed from 
the indexes, and are phoned back directly to the de- 
partment through a refer phone. Where the ledger 
experience is unsatisfactory, or the customer is over- 
buying, the customer is either notified to come to the 
Credit Department to adjust the matter, or is phoned 
as quickly as possible. 

“Charge Sends” are authorized by some houses by 
the “pull back” system. 

Billing and Posting 

There are two principal methods of recording the 
posting mediums, both of which are accomplished by 
hookkeeping machines. 

a—Unit System. 

b—Dual System. 

The Unit System as its name implies calls for the 
posting of all entries upon the ledger and the bill sim- 
ultaneously. The Dual System makes a separate post- 
ing to the ledger of the total amount of the medium 
and itemizes the medium on the bill, which is made in 
duplicate. The tapes of the two machines should bal- 
ance for each run, and are checked with the control 
figures of the audit. 

Where many thousands of tags are posted in a day, 
this operation involves a great deal of study to elim- 
inate lost motion and obtain a high production. 

Operators generally are put upon a bonus basis and 
penalized for errors. 

Units 

What are known as the Units are suitable divisions 
of the accounts, placed in control of Divisional Credit 
Managers, who are assisted by typists and ledger 
checkers in the collection and handling of the accounts 
up to six months delinquency or to the point where it is 
deemed necessary to discontinue and close the account. 

The Divisional Credit Managers also assist the new 
accounts department in taking applications. <A sep- 
arate set of units are used for budget accounts from 
the regular thirty day accounts. 

The collection methods are necessarily different. 
Sets of form letters are very generally used in the 
early collection periods of regular accounts, and they 
are reviewed from once to twice a month by the ledger 
checkers. All special cases are referred to the divi- 
sional heads who in turn look to the Credit Manager 
for guidance. 

When it becomes time to transfer the account to 
the delinquent department, as I have intimated, the 


cases are reviewed by the Credit Manager or his assist- 
ant and then ok’d for this action. 

The Units assist the authorizing section in rush 
periods. 

Delinquent Department 

This section is operated under a separate control of 
the Accounts Receivable and absorbs all the transfers 
from both the regular and special terms ledgers. 

Form letters, telephone and collectors are used in 
this department, and finally the Credit Bureau Collec- 
tion Department is used as a last resort. After a cer- 
tain period of time when all these operations have 
proved unavailing, the write-off to Profit and Loss is 
made. 

Bill Adjusting 

This department functions in contradistinction from 
strictly merchandise adjustments which are made on 
the floor by floormanagers and in a separate depart- 
ment. There are from fifteen to twenty causes for 
contact in this section, according to the store, which 
come through the mail, over the telephone and at the 
counter. This counter should be adjacent to the main 
\ccounts Receivable office but secluded to avoid dis- 
turbance due to disputes. 

The manager of this section is necessarily a high 
class man of experience who must conciliate the cus- 
tomer, correct all differences and make policy adjust- 
ments. If this is not handled expeditiously and dip- 
lomatically, much grief can ensue for the house and 
many customers can be lost. 

Addressograph and Form Letters 

This department functions in contradistinction from 
machinery to effect their purposes. Files of form 
letters, of which it is necessary to keep approximately 
one hundred on hand, should be made up in advance. 
The Addressograph heads all ledger sheets, mails all 
statements and budget notices, and in some stores op- 
erates a control showing volume of merchandise sold 
to each customer and from each department. 
Account Solicitations 

Last, but by no means least, this section should re- 
view all accounts that have become dormant and re- 
vive the desirable ones by various contacts, mostly 
mail. Selected lists that have been determined by a 
Credit Bureau report to be desirable by the new ac- 
count section, should be handled by this department. 
Change of Address 

In the large stores a great number of changes of 
address take place daily and an adequate system should 
be installed to insure the correct handling of this vital 
item with expedition. This would involve all the rec- 
ords and a check made with a master list upon com- 
pletion of the work to be sure that no record was 
missed. 

Memorandums and Mis-sorts 

There are always improperly made tags, mis-sorts, 
no account items, etc., which the posters are unable 
to allocate to a regular account which should be cor- 
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The Organization of 
the Credit Department 


rected in this section. A careful handling of these 
items will obviate considerable loss. Form letters can 
be used to advantage to establish identity and effect 
collection. 


Check Authorization 
A large volume of checks are requested to be cashed 
and this is just one more of the many services which 


devolve upon the department store particularly and 
which the public has learned to demand. 


The problem is handled usually by allowing the 
floormanager to okeh checks under a certain limit, 
with instructions to refer all questionable items. 


The manager of this department has authority to 
okeh up to a fairly large amount, but must refer all 
doubtful items to the Credit Manager and his assistant. 


Frauds 


The chief check authorizer usually handles and an- 
alyzes the bad check cases and charges to wrong ac- 
counts with fraudulent intent. Where it is necessary 
to cross question a suspect, he works in close co-opera- 
tion with the detective department of the store. 


Statistics 


Credit Managers now run departments on a defi- 
nite production basis. They know from day to day 
just what showing each section of their department is 
making, how much work they have been able to turn 
out and how much it costs them to operate. They keep 
informed as to their collection percentages and com- 
pare them with other stores. They know what pro- 
portions of the outstandings are overdue sixty or ninety 
days and over. They are able by careful study of 
their department statistics to control weaknesses, 
errors, production and efficiency. 

Some of the difficulties in credit granting may be 
attributed to the fact that accounts are opened on the 
basis of business conditions at the time. However, 
the condition of business locally at the time the ac- 
count is due is what actually determines the ability 
of the customer to meet his payment promptly. These 
may be very different circumstances. The whole busi- 
ness situation may change radically in sixty days. The 
Credit Manager must bear in mind the importance of 
general business conditions as they affect profits and 
wages of the store’s customers in estimating what col- 


lections will be. 


(Abstract of talk—lInstitute in Retail Credit— 
October 9, 1928.) 


Education on the 
Installment Plan 
(Continued from page 11) 


that the student defaults and does not complete the 
payment of the note by the end of the semester, the 
grades of his course are held up and are not entered 
upon the Registrar’s books until settlement in full has 
been made. Delinquent accounts are reported to the 
Credit Association for their information. If the notes 
are not paid within six months after their maturity, 
they are to be placed in the hands of the Credit Asso 
ciation’s collection department for collection. 


The tickler file of due dates is kept up to date and 
statements are mailed several days before the pay- 
ment is due. The delinquent ones are followed up 
by reminders. 


Another feature of the Credit Association is a 
weekly report which gives, among other things, the 
statistics of all chattel mortgages, court suits, mar- 
riages and changes of address for the week preceding. 
These are checked over and students are sometimes 
found to be purchasing automobiles, moving or get- 
ting married, all of which information is important 
for the proper handling of the student credit. On one 
occasion recently we were able to learn through this 
report of a court suit in which one of our men was 
involved and to give him needed assistance. 


For this year about 142% of the tuition was de- 
ferred the first semester and of this 91Y%2% was 
collected by the close of the semester. The per- 
centage of deferred payments the second semester is 
always higher and 20% of the total tuitions was 
granted. Indications at this date show that at least 
90% of this will be collected by the close of the sem- 
ester and without question practically all of this year’s 
deferred tuition will be paid in full by the middle of 
the summer. 


\When this is compared with the condition of affairs 
four years ago when it was not uncommon to have 
fifty per cent of the tuition charged and a large per 
cent of this uncollected, it can be seen that the tight- 
ening up of the credit system of the University has 
had the anticipated good effect. 


A properly conducted credit system on tuition will 
accomplish two very valuable ends: 


1. It enables young men and women to pay their 
way through college as they earn and thus makes it 
possible for many to attend a University to whom the 
privilege would otherwise be denied. 


2. It teaches them to use credit and not to abuse 
it. They are taught that their credit name is of their 
own making and that if they are to keep that name 
good they must meet their obligations when due. 
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Made to Order Telephone 
Equipment and Telephone 
Typewriters Now in Use 

in the Pittsbi. <u 
Credit Bureau 


(Continued from page 19) 


Bureau service frequently; extension station lines 
from members who use the service less frequently ; 
and Central Office trunks from Grant Central Office 
for the use of the other members who use the service 
as the occasion arises. The equipment is designed so 
that additional section may be added as the Credit 
3ureau expands. 


“To meet their needs for clearing credit informa- 
tion to all stores at once, we have installed two No. 
12 Page type sending and receiving Telephone Type- 
writers in the Credit Bureau headquarters and eleven 
No. 12 Page type receiving only machines in the larger 
department stores. By means of a Radial Switch- 
board, either machine located in the Credit Bureau 
may send to all stations or any particular number of 
stations. 


_ “The results sbtained so far from the installation 
of this specially designed equipment is beyond our ex- 
pectations. Quoting, in part, Mr. Buckeridge, Man- 
ager of the Credit Bureau, regarding the Telephone 
Typewriter. He says: 


“While we have only had the Typewriters since 
October 1, 1928, they have so far demonstrated their 
success and will, no doubt, be one of the most impor- 


tant cogs in the Credit Machinery of our Bureau. 


“*We have effected a saving of four minutes on 
every reference we clear over the old way of telephon- 
ing, and save fifty-four minutes on every important 
message that has to be immediately communicated to 
the entire group. 


“ce 


The greatest satisfaction is that the information 
is received exactly as it is written, eliminating the 
necessity to which we formerly resorted to over the 
telephone of spelling out words where the letters 
might be confused.’ 


“During the month of January, the Pittsburgh 
Credit Bureau will act as host to Credit men from 
every state in the Union, at which time, the uses and 
operation of both the Special Board and the Telephone 
Typewriter, in connection with Credit Bureau work, 
will be explained in detail to them.” 














y 


An Inspiration for Every 
Credit Manager 


This quotation from a letter written by Mr. R. R. 
Ellis, executive of the Van Vleet-Ellis Corporation, 
Memphis, Tenn., and vice-president of the Chamber 
of Commerce of the United States and recognized as a 
business leader of exceptional foresight, should be an 
inspiration to all Credit Managers: 


“Formerly, great executives have been coming from 
the Legal Profession. I am no prophet, or son of a 
prophet, but watch—in the future, you will see them 
coming out of the Credit Profession. The Credit 
Manager is becoming the best student of general con- 
ditions. He is developing executive ability far be- 
yond any other division of business, and that is as it 
should be. He cannot alone concern himself with 
cold figures,—he must know the credit risk, previous 
history, the individuals’ possibilities, as well as the 
trade limits of the business and territory in which it 
is located. Therefore, I am keenly interested in the 
work that is being done through your Association, and 
in no division of this work is it more important than 
it is in the Drug Group. Changes in methods of 
financing and distribution present new interesting, and 
important phases and must be profoundly studied and 
understood before action is taken. Credit Men are 
in the habit of dealing in facts. They must humanize 
the use of these facts and then we will be making 
progress.” 


( 
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A Day In Washington 


(Continued from page 7) 


“The questionnaires which have been returned to 
date are generally filled in splendidly. They contain 
much useful information. To cite some instances, 
they give the losses on open credit sales and instal- 
ment sales, which, when set forth in consolidated form 
by groups of similar establishments, will be exceed- 
ingly valuable to the individual business man, as well 
as to one who is interested primarily in the credit 
structure of the country as a whole. The individual 
business man, knowing his own experience in this re- 
spect, can compare it with that of others. Authentic 
data on open account losses contrasted with instal 
ment account losses will be valuable information. 


“The results of this survey will also show the rela 
tion which exists between the various methods of 
credit investigation and losses. We will know whether 
the dealers and other retailers who make use of a 
local credit bureau on the whole have higher or lower 
losses than those who make their own credit investi 
gations; an exceedingly practical point. We will 
know whether those retailers who make a distinction 
in their method of credit examination between appli- 
cants for open charge accounts and applicants for de 
ferred payment have a higher or lower per cent of 
losses than those who make such distinction. 

“Another part of the study will be a tabulation in 
dicating the per cent of collections against balances 
on both ‘open credit’ and ‘deferred payment accounts.’ 
This information contrasted with the various methods 
of credit extension will help to bring out the merits 
of various methods of credit extension. 

“Tt doesn’t matter how much a man knows about 
his own business, he can learn from the experience of 
others. Then, too, every retailer is a member of the 
community as well as a business man, and as such, 
should be interested in the broad economic effects of 
credit extension. It is impossible to tell much about 
the actual economic effects of credit without reliable 
statistics on the volume of credit. This study is 
bringing together information on the volume of cash 
sales as compared with the volume of charge account 
sales and the volume of instalment sales. No intelli- 
gent opinion about many of the economic effects of 
credit can he formed without such facts as the Depart- 
ment of Commerce is at present assembling. 

“As splendidly as the incoming questionnaires are 
filled in, however, they will be of little use unless there 
is a larger number of them. It is for this reason that 
an especial request is made to all retailers who re- 


ceive questionnaires to fill them in and return them 


promptly.” 


Needless t/ yg the remarks of Dr. Plummer were 
receivec Tex interest, and he was assured that 
the Association was only too ready and willing to offer 
him every assistance possible and that he should feel 
free to call on it at any time for such aid as he re- 
quired. Mr. Woodlock then expressed a few words 
of thanks for the luncheon and outlined the Associa- 
tion’s accomplishments during the past year and the 
hopes for the near future. 

The next conference was held at 2:15 p. m. in the 
office of Mr. C. Howard Buckler, Chief of the Reg- 
istry Section of the Post Office Department, when the 
Association’s views on a proposed Return Registry Re- 
ceipt was presented. Mr. Buckler stated that an an- 
alysis would be made of the cost of operation of the 
plan submitted and approved by the Association, this 
analysis to be considered in connection with the legis- 
lation that is desired. 


The final conference was held with Mr. D. H. 
\Wheeler at the Department of Commerce and lasted 
from 3:30 p. m. to 5:00 p .m. Mr. Wheeler is in 
charge of the Mechanics Lien Section of the Depart- 
ment. The discussion at this meeting involved the 
proposed Uniform Mechanics Lien Law and it devel- 
oped that the chief cause for the delay in adopting a 
uniform law on this point is that there is a difference 
of opinion existing between the general contractors 
and the material men as to the form of such legisla- 
tion. However, it was pointed out that serious consid- 
eration is being given to the Louisiana State Law, 
with its bond provision, as constituting a basis of com- 
promise between the parties in question. Mr. Lawo 
stated he would give considerable study to the Louisi- 
ana law and, in this connection, the writer feels that 
Mr. Lawo would be glad to receive expressions of 
opinion from members of the Association as to their 


views on the matter. 


Following the completion of the day’s business be- 
fore the above government departments, Messrs. 
Woodlock, Lawo and the writer discussed the Asso- 
ciation’s plan of action for the immediate future in 
connection with legislation desired, and it was decided 
that the former would seek to enlist the active aid and 
support of the various Members of Congress in both 
House and Senate, through the medium of retailers 
in the different states, and that the writer would 
handle the matters in Washington with a view to see- 
ing that they were not side-tracked or possibly turned 
down. 
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Nashville Begins 
Preparation for Credit 
Men’s Convention 


(Continued from page 20) 


Tennessee, Davidson County and City of Nashville 
at a cost of $3,500,000, located in the heart of Nash- 
ville’s business district and within two blocks of all 
hotels, has been selected as the convention meeting 
place. The auditorium in this building is one of the 
finest in the South and will seat all delegates who at- 
tend the convention. It was selected because of its 
central location and desirability as the meeting place 
for the convention. 


Nashville has long been noted for its many points 
of historic interest, its wonderful system of educa- 
tional institutions, beautiful homes and atmosphere of 
hospitality. Its people are always glad to welcome the 
visitor and conventions find the citizens of Nashville 
ever anxious to serve them and co-operate in making 
their stay in the city pleasant and enjoyable. The 
Hermitage, old home of Andrew Jackson, the only 
exact replica of the old Parthenon at Athens; Old 
Fort Negley, historic state Capitol Building-and many 
other points of interest will be explained in a later 
edition of the Crepit Wor p. 


All committees are now actively at work ‘on the 
various details of the convention for next year and 
these will be announced as soon as completed, and Mr. 
Harris and Mr. Poindexter say, ‘““Wait and see what 
Nashville will do.” 


Nashville is one of the most centrally located cities 
of the country, being 24 hours ride from practically 
all of the larger points of the country; save, of course, 
the far west. The Nashville Chattanooga & St. Louis, 
Louisville & Nashville and Tennessee Central Rail- 
ways are all co-operating and the best of railroad facil- 
ities and service will be provided for those who at- 
tend the convention. All highways leading into Nash- 
ville will be in perfect condition and those who care 


to make the trip will find Tennessee roads in splendid 
condition. Ample facilities are also provided for avi- 
ation, as Nashville has a splendid flying field, and those 
who wish to attend the convention by airplane are in- 
vited to do so. 


Retail Credit and the Selling 
Function of Credit 


(Continued from page 14) 





part of retail business today. We know that if we 
can keep the cost of credit down to a reasonable figure 
the public will continue to want it and pay for it, pro- 
vided the service which goes with it is efficient and 
cordial. 

Retailing is changing rapidly. The day of chain 
store operation and great consolidations is just ahead 
of us. In the cash field the growth of chain stores 
is phenomenal. No one yet has developed a huge chain 
of regular retail stores with full service features and 
credit courtesies as we know of them in the individual 
stores, but it is inevitable and much work is being 
done in that direction. When the obvious advantages 
and real economies of chain store operation are ap- 
plied in this field, there is no question in my mind 
but that the full-service, credit store chains will hold 
their own handsomely against the cash-carry store 
chains. There will be two types of nation-wide insti- 
tutions sharing the retail field between them. And 
unquestionably the relationship between the two will 
be about the relationship which exists today between 
the efficient independent service-credit store and the 
cash store. 

Through all the developments that are to come— 
just as in all those that have so rapidly changed the 
basis of credit extension in our present day stores in 
the past fifteen years—there will be a need greater 
than ever for effective credit control. More and more 
the success of the policy of credit extension will de- 
pend upon the intelligence and the professional integ- 
rity of the individual credit manager. 

(Abstract of talk — Institute in Retail Credit — 
October 16, 1928.) 


Credit Associations That Have Entered the 
Pay Promptly Campaign 


(Continued from page 12) 


St. Paul, Minnesota. 

St. Petersburg, Florida. 
Shawnee, Oklahoma. 
Shreveport, Louisiana. 
Sioux City, Iowa. 

Sioux Falls, South Dakota. 
Salisbury, Maryland. 
Southbridge, Massachusetts. 
Streator, Illinois. 
Sunnyvale, California. 
Superior, Wisconsin. 
Steubenville, Ohio. 
Stuttgart, Arkansas. 


Saginaw, Michigan. 


Temple, Texas. 
Tucson, Arizona. 
Tulsa, Oklahoma. 


Tyler, Texas. 
Toronto, Ontario. 


Vivian, Louisiana. 


Tacoma, Washington. 
The Dalles, Oregon. 
Three Rivers, Michigan. 


Tuscaloosa, Alabama. 


Van Nuys, California. 
Vicksburg, Mississippi. 


Walla Walla, Washington. 
Warren, Pennsylvania. 
Wellsboro, Pennsylvania. 


Waukegan, Illinois. 
Weston, West Virginia. 
Wheaton, Illinois. 
Windsor, Ontario. 
Worcester, Massachusetts. 
Winnetka, Illinois. 
Waco, Texas. 

Waurika, Oklahoma. 
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Washington Bulletin National Retail 
Credit Association Dec. 1, 1928 


(Continued from page 22) 


not contemplate that hearings 
should be granted to railroads be- 
them to establish 


through routes and joint rates with 


fore ordering 
water carriers. At the same time, 
the Commission held that before 
authorizing water carriers to oper- 
ate on the Mississippi and Warrior 
Rivers, with the exception of the 
Inland Waterways Corporation, it 
would require that hearings on the 
question should first be granted. 
The Commission also stated that it 
would issue certificates of public 
convenience and necessity for the 
present and future operation of the 
Government’s barge lines without 
holding hearings in advance there- 
ot. 


Federal Trade Commission 


Arrangements for a Trade Prac- 
tice Conference of the Blanket In- 
dustry are now being made by the 
Commission, but no definite time or 
place has been decided on for the 
The chief matter be- 
fore the gathering is expected to be 


conference. 


standard 
quality of wool for fabrication of 
blankets before the term 


the establishment of a 


“wool” 
can be used in advertising or sell- 
ing such blankets. 

The Commission announces that 
a stipulation has been entered into 
with a cigar manufacturing com- 
pany, whereby the company agreed 
to cease and desist from using the 
word “Havana” to describe cigars 
not made wholly tobacco 
grown on the island of Cuba. 


from 


Recent Court Decisions 


In a decision handed down dur- 
ing the past month, in the case of 
Louis K. Liggett Co. v. Common- 
wealth of Pennsylvania, the Su- 
preme Court of the United States 
held as unconstitutional a statute 
of the State of Pennsylvania which 
provided that drug stores could be 
owned by licensed pharmacists only 
and that no person not a licensed 
pharmacist could thereafter acquire 


stock in a drug store or pharmacy. 
This statute would have seriously 
restricted the chain stores, and the 
court in the course of its decision 
took occasion to point out that 
chain stores have been in operation 
in many states for long periods and 
that if their operation was injuri- 
ous to the public health there would 
be some evidence on this point. The 
Liggett Company had been engaged 
in business in Pennsylvania prior 
to the enactment of the statute in 
question, but subsequently thereto 
purchased two additional stores 
and sought to operate them through 
pharmacists, duly registered in ac- 
cordance with the laws of the state, 
but the State Board of Pharmacy 
refused to grant them a license be- 
cause all of the stockholders of the 
Liggett Company are not registered 
pharmacists. As a result of this re- 
fusal, the Liggett Company initi- 
ated litigation with the above result. 
Had the statute under dispute been 
declared would 
have been a devastating blow to the 


constitutional, it 


chain stores of the country, for 
while this statute dealt with drug 
stores alone, it would doubtless 
have been followed by similar legis- 
lation covering other forms of busi- 
ness enterprise. 
Bankruptcy 

A decision of the District Court 
of Maryland, recently promulgated, 
held that the trustee in bankruptcy 
was entitled to the cash surrender 
value that was earned or deter- 
mined at the date of the filing of 
the bankruptcy petition upon all 
life insurance policies of the bank- 
rupt’s life not exempt by state law, 
and payable to the bankrupt, his es- 
tate or representative, or in which 
the beneficiary could be changed at 
the bankrupt’s will. The parties to 
the suit were the widow of the 
bankrupt and the trustee in bank- 


ruptcy. 


Classified Column 


Credit Manager or Office Man- 
ager. experience. 
Refer- 


Several years 
Can accept position at once. 
Box W-1. 


ences. 


WANTED 
CREDIT AND COLLECTION 
MANAGER 


If you have had Retail Store ex- 
perience and desirous of making a 
new connection after January first, 
we have a splendid proposition to 
offer to a capable man thoroughly 
versed in Credits, Collections, Ac- 
counting and Office Management in 
a high class modern Men’s and Boys’ 
Ciothing Store. Give full particu- 
lars as to your work, personality and 
character. State age, whether mar- 
ried or single and salary desired. 
Also send photo which will be re- 
confidential. 


Shreveport, 


turned. Negotiations 
Selber 
Louisiana. 


Bros., _Inc., 


FOR SALE 


Well established merchant's 
Credit Exchange in good live town 
6,000 population. Merchants doing 
large credit business. Plenty collec- 
tions. Exceptional opportunity. 
Priced right. For information ad- 
dress S. Z. Stewart, 405 North 
13th Street, Lawrenceville, Illinois. 





The only new members coming 
National Office are 
through Local Secretaries. Now 
that the Holiday rush is over, we 
hope Credit Managers will make 
an effort to secure new members in 
neighboring communities, where 
there is no Local, and give us a 
base upon which to build more 
Local Associations. 


into the 











